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Order from 
National Office 


Get a Membership Sign! 





Every member should have one of these handsome signs 
hanging in a conspicuous place in his office where cus- 
tomers will see it. 


They are in gold and black on cream-colored celluloid 


with metal back, and will not tarnish. The cost is 


only fifty cents. 


THIS STYLE FOR INDIVIDUALS NOT MEMBERS OF 
A LOCAL ASSOCIATION 











THIS STYLE FOR MEMBERS OF A LOCAL ASSOCIATION 
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so _ practical? 


NOTE :—This —— my answers two questions that big employers operat ry viz: (1) 
Why don’t more men train with LaSalle for the h 


What makes LaSalle men 
sitions in business? 


The LaSalle Problem Method 


— and how it successfully condenses a lifetime of experience into a few months of study 


A question has blocked action on the part of many thoughtful 
men who were and are sincere in their desire to qualify in high 
salary fields. They have asked themselves whether training 
gaine d at home by correspondence might not prove to be 
mere “ book- learning ’’—impractical— unmarketable. 

We have no fault to find with this question—it is a natural 
one. The burden of our criticism rests on the man who per- 
mits the question to be its own answer, and to block and stop 
him in his upward climb without seeking further enlightenment. 

For when more than three hundred thousand men have 
trained with LaSalle and found bigger, 


You can answer these questions—your good sense tells you 
that the situation described would make you a practical man 
—sure, certain and confident—able and capable of holding 
down any situation the accounting field offered. 

And that is why the LaSalle Problem Method makes 
practical men. Simply because the procedure outlined above 
is followed—exactly. 

True, you do your work at home, 
help you are located here in Chicago. 

Nevertheless, under the LaSalle Problem Method you are 
actually occupying the position you are 


True, the experts who 





better things thru this training there 
must be sound reasons for their success. 

There ave reasons. They lie in the 
LaSalle Problem Mcthod of imparting 
—not “book-learning’”—but real, 
practical, usable business experience. 

A knowledge of principles is one 
thing. The ability to apply and use 
principles — actually do the work at 
hand, is another—and the gap between 
the two is bridged by one factor and 
one only — Experience. 

That’s why business men place sucha 
premium on experience—it safeguards 
them against costly experiments. 

Suppose you decided to take up as 
your life work accountancy, say. 

Now stretch your imagination a trifle. 

Suppose that thru the offices of an 
influential friend, arrangements were 
made for you to step in and immedi- 
ately occupy the position you intended 
training to fill—right in the organiza- 
tion of a big corporation—with a com- 
plete department under your orders. 

Say that by your side were placed, aS your instructors and 
guides, several high grade accountants—men of national 
reputation—their sole duty being to train and equip you. 

With these men instructing you in proper principles—then, 
you yourself exercising your own judgment in handling trans- 
actions and solving problems as they arose in your daily work 
—do you get the idea? You would be acquiring experience 
right along with the bed-rock fundamentals of the profession, 

Sitting in the chair of authority—dealing with actual 
business — learning by applying what you learned — with 
experts correcting your errors, commending good work, 
guiding you aright through the ramifications, routine and 
emergency situations of the entire accounting field and 
making you make good every step of the way—mind—not in 
a class-room, but right in a business office where you would 
be actually doing the work you were training for — 

—wouldn’t you, at the end of a year or soin ¢/is situation be 
much farther ahead than men w ho had spent years seeking the 
same knowledge in the old, hard, ““find-out-for-yourself”’ way? 





The LaSalle Problem Method gives you self- 
confidence — practical, usable knowledge — 
because it makes you an experienced man. 


training to fill, whether it be in the 
accountancy fie ld, or traffic or business 
management, or law, orcorrespondence 
— irrespective of what you are studying 
you are acquiring principles and apply- 
ing them in actual business under the 
watchful eyes and helpful guidance of 
men big in your chosen field 

And when you have completed your 
LaSalle work, you can truthfully say 
that you are not only a thoroly trained 
man, but an experienced man—you 
know the bed-rock principles and you 
have used them all—they are familiar 
tools in your hands, 

A LaSalle man can walk in any-. 
where with confidence. Hz does not 
feel the uncertainty and fear that arise 
when one faces the new and unknown. 
Under the Problem Method he has 
explored his chosen field on his own 
feet—the questions, the problems, the 
difficulties—he has met, faced and 
conquered them all. 

His experience makes him know 
that altho he may be assuming a new position at higher 
pay, the duties of that position are an old, familiar story. 

Experience is cash capital in business. 

There are only two ways to get it. 

One is the old, slow, uncertain way. The man who chooses 
to learn a branch of business by picking it up bit by bit as 
he goes along, finds the years slip by faster than he thought 
and sometimes his progress not as sure as he had anticipated. 
For all the “bits of knowledge” he sought may not have 
come his way. 

The other road is short, sure and certain. It lies thru the 
Problem Method, exclusive with LaSalle Extension University. 
This way condenses 
into months ex- 
perience which it 
takes most men a 
lifetime to gain. 





President LaSalle Extension University, 
of Chicago, Illinois 


LaSalle Extension University 


The Largest Business Training Institution in the World 





If you are in earnest when you say to yourself that you must do 
e coupon below in 
And it is a step thet | is one hundred times as 

Where’s that pen — never mind—a pencil will do just as well. 


earning capacity.— then — check 
most to you. It is a step you will never regret. 
to make tomorrow as it is to take today. 


thi 
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— — — — — — — — — — — INOUIRY COUPON — — — — — — — — — — — 


LASALLE EXTENSION UNIVERSITY 


Please send me catalog and full information ue 


low. Also a copy of your booklet, “‘Ten 


OD Training for 
Official, Managerial, Sales and Executive 





J Bis gher Accountancy: Training for 
positions as Auditor, Comptroller, Cer- 
— Public Accountant, t Account- 


Commercial Law 

Industrial Management Efficiency: 
pomssns. — Oss: for Production Managers, De- 
partment Heads, and all those desiring 
training - the 48 factors of efficiency. 


Dept. 145-R CHICAGO, ILLINOIS 


the course ani service I have marked with an 
it -. in One,” all without obligation to me. 
Modern Foremanship and Production 
Methods: Training in the direction and 
handling of industrial forces—for Execu- 
tives, Managers, Superintendents, Con- 
tractors, Foremen, Sub-foremen, ete. 
oO Personnel and Employment Manage- 





nt, ete. Modern 

Oo T. raffic Management— Foreign and Practice: 
Domestic: Training for itions as Rail- 

road and Industrial Traffic Manager, etc. 

oO Railway Accounting or Station Man- 


Comptrollers, Accountants, Clerks, Sta- 
tion Agents, Members of Railway and 
Public Utilities Commissions, etc. 

[] bew: Training for Bar; LL. B. Degree. 


Institutions. 


countants 


Name. 





Present Position 





Corresp and 
Training for Sales and Collec- 
si cement 
it and ce Managers; rre- Trai - 
ues Supervisors, Secretaries, ete. 0 Rupert Bookkeeping: iiag Sor pee 
agement: Training for Railway Auditors, O Banking and Finance: Training for ex- 
ecutive positions in Banks and Financial 


Cc. P. A. Coaching for Advanced Ac- 





ment: Training for Employers, Employ- 
ment —, Executives, Industrial 
Engineers. 

tion s as Head Bookkeeper. 


- Business English: Training for Business 
Correspondents and Copy Writers. 


0) Commercial Spanish 
CT Effective Speaking 


Address. 










































ICHAEL BROS., Athens, Ga., George 
Muse Co., Atlanta, Ga., Maas Bros., 
Tampa, Fla., and the Kerrison Dry Goods Co., 
Charleston, S. C., are recognized as leaders 
among the more important Southern stores. 
All have recently erected new buildings 
which are among the finest of their kind in the 
country. And all are using the new Lamson 
pneumatic tube system «with the automatic 
central station, as illustrated above. 


Any of these merchants will tell you what 








peed 


an advance this system shows over older types 
They will tell you how it help 
clerks to serve their customers better, and cuts 


of service. 


This Lamson Automatic Cen- 
tral Station of the gravity type in 
the store of Michael Bros., 
Athens, Ga., is giving very quick 
service at low cashiering cost. 
During the normal morning hours 
one operator can handle both 
cash and charge transactions, but 
as business increases as many 
other cashiers and authorizers 
are added as may be required 
to handle the increased load. 





Four notable Southern stores use this 
Lamson Automatic Central Station 


down store expenses. 


The good results obtained by these Southem 
stores have been duplicated wherever the nev 
Lamson station of either the belt or gravity 
type is being used. We should like an oppor 
tunity of showing how it will give these results 


in your store. Our nearest office will be lai 


to give you full information. 


Protection 


LamSON IMPROVED 


Flexibility 


Economy 


THE LAMSON COMPANY 


100 BOYLSTON, BOSTON, MASS. 
Offices in principal cities 


Service 
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EDITORIAL 





the National. 

G. C. Driver, of the May Company, is 
Men’s Company. 
that a General Committee has been created 


General Committee 


Window Displays 


SN, IR. ions sicicwsd es aes . Mr 


as above named. 





CLEVELAND NAMES CONVENTION WORKERS 
AND IS ON THE WAY FOR 1922 MEETING 
LEVELAND Credit Men and Women are organizing to make the 1922 convention 
the most profitable of any held by the Retail Credit Men’s National Association. 


They have the advantage of experience gained through the holding of the 1917 con- 
vention in their City and that accruing through representation at other meetings of 


He has held several meetings of the directorate with the result 


DE cane aaAndae ae tes ns ede s Eas Mr. Robt. Adams, Wm. Taylor & Son Co. 
RE ee oe ret eee ee Pere Mr. F. W. Walter, The Bailey Co. 
PA cogs so iiost eae nseta tualin Mr. E. J. Wolfe, The Kinney & Levan Co. 
NINE sa ouie apni Saudeewe vee sbuees Mr. W. Slater, Sterling & Welch Co. 
Hotels, Registration, 

NG MIDI (5.24. Aie ba tn Weta aes essen Mr. R. L. Palmer, The Lindner Co. 
RN 5 Fe 2tboas Groh cah haa cee ta ee .Mr. Chas. R. Usher, The Chandler & Rudd Co. 


The General Committee is composed of the chairmen of the various sub-committees 


president of the Cleveland Retail Credit 


as follows: 


. G. C. Driver, chairman. 


. L. M. Pegram, The Ames Co. 








GROUP CONFERENCE NOTES 


The Cleveland Convention will be held 
June 12-13-14-15-16 ; two months earlier than 
aly previous convention. ‘This means two 
months less time allowed to perfect arrange- 
ments. 

The Conference Group Committee has 
been assigned a big job. They want to 
make the group conferences a success, from 
a point of attendance and subjects to be dis- 
cussed. To do this—they must have the co- 
operation of every man and woman who, at 
this time, just think they will attend the con- 
vention. 

The committee wants every member who 
at this time, thinks he will attend the con- 
vention (and every member of the National 
Association should attend), to send in their 
hames, the name of their firm, the group they 
Prefer to attend and any subject they wish 
discussed. 

Your committee wishes to impress upon 
‘very member the importance of a prompt 
esponse to this request for information. 


Every one must realize that much work 
must be performed in advance of the con- 
vention. Chairmen of the various groups 
must be selected. They must be advised of 
the subjects to be discussed, the chairman 
in turn must select members from their in- 
dividual groups to prepare papers on these 
subjects and what is not by any means the 
least of importance—the Committee must 
have an idea in advance, as to about what 
number will be in each group, so as to be able 
to provide suitable accommodations for each 
group. 

Does this not emphasize the necessity for 
prompt action on the part of those members 
who think they will attend the convention? 

The object of these group conferences is 
to bring together Credit Men and Women in 
separate groups, so as to allow them to dis- 
cuss questions of interest in-their particular 
line of business, an opportunity not afforded 
in the general convention. 


While the past group conferences were 
very successful from an educational view 


point; and those at Houston stood out as the 
feature event of the convention, it is now 
planned that the group conferences at Cleve- 
land will eclipse all others. 

The plans under consideration, will pro- 
vide two or three full afternoons for the 
group conferences, at which time the con- 
vention will not be in session and there will 
be no entertainment provided for the dele- 
gates on these afternoons. 

Dis- 
play a little spirit of cooperation—the com- 


Let us have your response at once. 


mittee needs it. 
General Group Conference Committee, 
E. B. Heller, Chairman, 
Wm. J. Starr, Vice Chairman. 
Address 804 N. Broadway, St. Louis, Mo. 





IMPORTANT ANNOUNCEMENT 


The Board of Directors after obtaining 
the opinion of members in all sections of 
the Country have decided to hold our 1922 
Convention in Cleveland, Ohio, on June 12- 
13-14-15. 

We have always had our Meetings in 
August, but there has for several years de- 
veloped a strong sentiment in favor of June, 
it being considered a more desirable Con- 
vention month because of climate conditions 
and the fact that most Retailers can arrange 
to be away from their business during that 
month. 

“Any of our members desiring special mat- 
ters considered at the Cleveland Convention, 
are cordially invited to submit their sug- 
gestions, as soon as possible, or at any time.” 

Start now to make your plans, we expect 
this to be the largest and best Convention in 
The Wholesale Association 
will hold their Convention at Indianapolis, 
the week previous to ours, and some mem- 
bers are planning to attend both. 


our History. 





Mr. E. B. Heller of Heller & Livingston 
Clothing Co., St. Louis, who is Chairman of 
the Group Conferences, has already received 
many requests for assignments to various 
groups from members who will attend the 
Convention. 











ABOUT RATING BUREAUS 

About the time we are congratulating our- 
selves upon the success of our efforts in 
bringing about a spirit of co-operation and 
harmony among the Retailers and Credit 
Men of a certain locality, there bobs up 
some restless spirit who upsets all our plans 
by endeavoring to organize a Rating Bureau, 
either merchant or privately owned. 

These movements are usually designed to 
create a central Clearing House for Credit 
information, which is the ideal condition, but 
are started by those who are personally op- 
posed to or over-critical of the existing Bu- 
reau. No effort is made to improve the 
service being furnished, but a new Bureau 
is started, resulting in divided effort and 
competition. 

Since our August Convention the member- 
ship in three cities where excellent Local 
Associations existed, has been split by strife 
over the merchant and privately owned Bu- 
reau question, much bitterness has been en- 
gendered and the work of years undone, all 
because of a lack of proper thought to be- 
gin with. In every one of the cities referred 
to the work of organization of a New Bu- 
reau was practically complete before the R. 
C. M. N. A. was advised of conditions. 

At our Houston Convention, the N. A. M. 
A. became the Service Division of this Or- 
ganization. If any member is not giving 
Service, charges should be brought and the 
attention of your National Office directed to 
the matter. We will find a remedy. If Mer- 
chants are determined to have their own 
Bureau, why not for the sake of Harmony, 
United Effort and Efficient Service, talk it 
over with the National Office, which will use 
its influence to persuade the existing Agency 
to turn his business over to the merchants. 
Many thousands of dollars have been spent 
by Merchant Owned Bureaus in competition 
with Private Agencies that could have been 
saved at the start by proper council. 


Remember, only by working together can 
we get anywhere. One and only one Cen- 
tral Clearing House in each city is the ideal 
situation. We have a few cities where be- 
cause of conditions existing before our amal- 
gamation, there exist two recognized mem- 
bers of the Service Division but the R. C. 
M. N. A. cannot and will not recognize New 
Bureaus in a town where we have a member 
unless it is shown that the Service is below 
PAR then our member will be dropped. 

Think twice before you organize a Credit 


Rating Bureau in competition with an exist- 
ing Bureau. 





LOCATING MISSING DEBTORS 


Every day we locate two or three of those 
whose names are listed in the “Address 
Wanted Column.” ‘This is because some of 
our members check these names. How many 
would be found if every member took the 
trouble to do this? 





STOCK-TAKING TIME 
y ‘HE end of the year, or the beginning if 


you prefer; is the most important stock- 
taking time, not only for business men in 
general to check up their merchandise, profits 
and prospects, but also for all of us to check 
up on ourselves. 

“We are all so constituted as to have our 
good and bad qualities, our strong and weak 
Thus it behooves all of us to ask 
ourselves in all truth and sincerity: “Where 
am I standing?” 


points. 


It is by thoughtlessness that we become 
careless and reckless and thus coax and in- 
vite misery and ruin to step in. So it is 
by first thinking and planning that we shall 
arrive at the goal of ultimate success. 

At all events, we must carve out our own 
career with thought, knowledge and action. 
“We are the masters of our fate, the captains 
of our soul.” No one else can do it for us. 
It is our most intimate and personal concern. 

Such is the program in a nutshell for us 
to be guided by and to follow. Most for- 
tunately it is not beyond the reach of any 
one. 

That we may realize our fondest dreams 
and measure up to our most sanguine ex- 
pectations, let us by all means acquire that 
most enviable quality, the stuff of heroes, 
that thing that stands in our makeup, gets 
somewhere and holds our whole growth to- 
gether, like the central trunk in a tree. That 
thing, that quality is determination. 

With that prop and mainstay, at our dis- 
posal, we shall stand like a pillar of steel 
and a tower of strength against all the buf- 
fets of storm and stress. 


Power of Decision 

The power of decision when backed up by 
industry and observation is practically cer- 
tain to bring success. With constant think- 
ing, fighting and hammering we shall control 
ourselves, develop ourselves and shape our- 
selves. The final outcome will be real suc- 
cess. Should we fail to achieve results, as 
we commonly understand them, even then, if 
we have done our level best, we shall be 
considered successful men. Why? Because 
at any rate we shall be worthy of success. 
As the old saying has it, “not failure, but 
low aim, is crime,” and true success is al- 
ways dependent on the ideal we set our- 
selves, which ought to be high enough to 
allow for possible failure to reach the heights 
and yet leave us better men at the end. 


I may not reach the heights I seek, 

My untried strength may fail me; 

Or, half way up the mountain peak 

Fierce tempests may assail me. 

But though that place I never gain 

Herein lies comfort for my pain— 
I will be worthy of it. 


I may not triumph in success, 
Despite my earnest labor; 

I may not grasp results that bless 
The efforts of my neighbor. 














The Credit Worl § The © 
ee 
But though my goal I never see ( 
This thought shall ever dwell with me— There 
I will be worthy of it. dice on t 
The golden glory of love’s light lection A 
May never fall on my way; to result 
My path may always lead thru night advertise 
Like some deserted by-way. Credit V 
But though life’s dearest joys I miss We r 
There lies a nameless strength in this handled 
I will be worthy of it. learned 
worthy | 
Remember our entire success depends upon demn the 
our Constant Increase in Membership. Wha & sliders. 
a wonderful organization we would have if The re 
Each Member secured one NEW MEMBER she © 
and it would require such little effort, The 
—_ : should r 
Credit World is alone worth the membership Collectio 
fee of $5.00. 12,000 Members, each sending :, 
in ONE new member means 24,000 before 7” 
our Convention in JUNE.—Will you do your =» 
share? , them ow 
drop out 
AN IDEAL PROGRAMME FOR Locar § Ss te™ 
MEETINGS collectior 
We reproduce below the programme of the ref 
Retail Merchants Credit Assn. Class at Los the best 
Angeles. It would make an ideal model for port Col 
Local Associations. proval 0 
The Second Meeting of the R. M. CA 
Course 
will be held in Duriny 
Y. M. C. A. AUDITORIUM tained fi 
(Third Floor) 715 South Hope St. the Cou 
on Friday Evening, November 18th, 1921 Checks, 
Commencing promptly at 7:15 P.M. and ad- BP facturing 
journing promptly at 9:15 P. M. used but 
Program were the 
(1) Address: Mr. Paul R. Smith, of the ‘tis swi 
Union Oil Co., of California (under said to 
whose direction this Course is being con. § 0. Nelsc 
ducted). Connor, 
Subject: “Opening His First Account”. Ward, J 
Discussion by Members. W. H. 
(2) “Mr. Newsome (who was interviewed RK. R 
at our last meeting) calls at Credit De- We | 
partment to ascertain the result of the dis ow! 
investigation.” Credit 1 
Interviewer: Mr. George B. Zartmat, dis ani 
Credit Manager, New York Store. bet he 
Applicant: Mr. Frank D. Springer, as 
sistant Credit Manager, A. Hamburger mm | 
& Sons. DON'T 
Discussion by Members. less you 
(3) “Interviewing widow, who is heavily in checks 5 
debt and whose account has been tem the “Ce 
porarily closed.” 
Interviewer: Mr. W. W. Miller, Credit In the 
Manager, Bullock’s. attention 
Widow: Mrs. M. B. Billings, of A. Ham permit 
burger & Sons. eral em 
Discussion by Members. that aln 
As previously announced, admission 38 attentior 
free and a most cordial welcome is extended J yiote 
not only to the credit managers of the city, 
but equally to their assistants, and to the NAT 
“ial NAT. 
bookkeepers, stenographers and typists 0 the Bills w 
various credit and collection departments of aa 











Los Angeles and adjacent territory. 
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COLLECTION AGENCIES 

There appears to be a deep seated preju- 
dice on the part of Credit Men against Col- 
lection Agencies. This has gone so far as 
to result in a protest against publishing 
advertisements of Collection Agencies in the 
Credit World. 

We realize that most of us who have 
handled credits for any length of time have 
learned there are many undesirable and un- 
worthy Collection Agencies, but why con- 
demn the entire craft because of a few back 
sliders. 

The reliable and honest Collection Agency 
is the right hand of the Credit Man and 
should receive his support. We know many 
Collection Agencies that are as trustworthy 
as a National Bank and we should help 
them to develop their business by giving 
them our support, then the unreliable will 
drop out one by one until we have only the 
best remaining to look after our claims. The 
collection of accounts is an art and those 
who specialize in it should be able to get 
the best results. We appeal to you to sup- 
port Collection Agencies that have the ap- 
proval of your National Office. 





SPECIAL WARNING 

During December over $10,000 was ob- 
tained from Retailers in various sections of 
the Country through Bogus Certified Bank 
Checks, on printed forms of various Manu- 
facturing Concerns. Various names were 
used but M. A. BREED and J. D. HERD, 
were the most frequent. Other aliases used by 
this swindler were H. M. Moore, which is 
said to be his true name, J. Billington, M. 
0. Nelson, H. D. Hardy, G. R. Reed, C. F. 
Connor, L. S. Kent, M. R. Meade, F. B. 
Ward, J. D. Hawley, B. M. Post, D. E. Hart, 
W. H. White, L. F. Lee, I. W. Howe, and 
R. K. Rose. 

We had published warnings 
this swindle in November and December 
Credit Worlds, also sent out Special Bulle- 
tins and Telegrams to Local Associations, 
but he worked rapidly and made long jumps. 
The best way to STOP this fellow is: 
DON'T cash CERTIFIED Bank Checks un- 
less you are positive they are genuine. His 
checks were practically identical as regards 


the “Certified” Stamp and general make-up. 


regarding 





In the November Credit World we called 
attention to a Bill introduced in Congress to 
permit garnishment of the salaries of Fed- 
tral employees and we are gratified to know 
that almost every Local Secretary called the 
attention of his members to this and many 
Wrote their Congressmen, urging its passage. 





NATIONAL INSERTS sent with your 
Bills will bring in the money.—Order a few 
and give them a trial. $2.00 per thousand. 








William H. Gray, State Chairman for 
Ohio and Manager of the famous Cleveland 
Credit Bureau, has issued a challenge to all 
state chairmen. He says Ohio will win all 
the membership prizes. By the time our Con- 
vention meets, “Bill” says New York, St. 











Louis and Memphis will be “also rans” and 
Cleveland will have not only the best Rating 
Membership 
“Bill” has a habit of making good— 


Bureau but largest National 
also. 


what have other state chairmen to say? 





The Commissioner of Internal Revenue has 
just issued two important Treasury Deci- 
sions interpreting the provisions of the 1921 
Revenue Act relative to Bad Debts and 
As both of these important subjects 
merit particular consideration at this time, 
we submit below the full text of Treasury 
Decisions 3261 and 3262, approved December 
21, 1921. 


Losses. 


BAD DEBTS 

Sections 214 (a) (7) and 234 (a) (5) of 
the Revenue Act of 1921, provide that in com- 
puting the net income of an individual or 
corporation there shall be allowed as a de- 
duction: 

“Debts ascertained to be worthless and 
charged off within the taxable year (or, in 
the discretion of the Commissioner, a reason- 
able addition to a reserve for bad debts) ; 
and, when satisfied that a debt is recover- 
able only in part, the Commissioner may al- 
low such debt to be charged off in part.” 

The foregoing provision changes the pre- 
vious practice in two particulars—first, by 
recognizing a reserve for bad debts, and 
second, allowing a debt to be charged off in 
part. Under this provision, bad debts may 
be treated in either of two ways—1, by a 
deduction from income in respect of debts 
ascertained to be worthless in whole or in 
part, or 2, by a deduction from income of an 
addition to a reserve for bad debts. For the 
year 1921 taxpayers, may, regardless of their 
previous practice, elect either of these two 
methods and will be required to continue the 
use in later years of the method so elected 


unless permission to change to the other 
method is granted by the Commissioner. 

Where 
all the surrounding and attending circum- 
stances indicate that the debt is worthless, 


Evidence of Worthlessness—(1) 


either wholly or in part, the part thereof 
which is worthless and charged off or writ- 
ten down to a nominal amount on the books 
of the taxpayer shall be allowed as a deduc- 
There should 
accompany the return a statement showing 
the propriety of any deduction claimed for 
bad debts. No deduction shall be allowed for 
the part of a debt ascertained to be worth- 
less and charged off prior to January 1, 1921, 
unless and until the debt is ascertained to be 
totally worthless and is finally charged off 
or is charged down to a nominal amount, or 


tion in computing net income. 


the loss is determined in some other manner 
by a closed and completed transaction. Be- 
fore a taxpayer may charge off and deduct 
a debt in part, he must ascertain and be 
able to demonstrate, with a reasonable degree 
ef certainty, the amount thereof which is un- 
collectible. Any amount subsequently re- 
ceived on account of a bad debt previously 
charged off in whole or in part, and allowed 
as a deduction for income tax purposes, in 
excess of the amount not charged off, must 
be included in gross income for the taxable 
year in which In determining 
whether a debt is worthless in whole or in 
part the consider all 
pertinent evidence, including the value of 
the collateral, if any, securing the debt and 
the financial condition of the debtor. Partial 


received. 


Commissioner will 








deductions will be allowed with respect to 
specific debts only. 

Bad Debt Reserves—(2) Taxpayers who 
have, prior to 1921, maintained reserve ac- 
count for bad debts may deduct a reasonable 
addition to such reserves in lieu of a deduc- 
tion for specific bad debt items. Taxpayers 
who have not heretofore maintained such re- 
serve accounts may now elect to do so and in 
such case, shall proceed to determine the 
amount of the reserve that should reason- 
ably have been set up as at December 31, 1920, 
(which shall not be deducted in computing 
net income) and in-respect of 1921 and sub- 
sequent years, may add a reasonable addi- 
tion to such reserve and deduct the amount 
Where a 
reserve account is maintained, debts ascer- 
tained te be worthless in whole or in part 


in computing taxable net income. 


should be charged against the reserve and 
not deducted from income. What constitutes 
a reasonable addition to a reserve for bad 
debts must be determined in the light of the 
facts and will vary as between classes of 
business 


business and with conditions of 


prosperity. A taxpayer using the reserve 
method should make a statement in his re- 
turn showing the volume of his charge sales 
(or other business transactions) for the year 
and the percentage of the reserve to such 
amount, the total amount of notes and ac- 
counts receivable at the beginning and close 
of the taxable year, and the amount of the 
debts which have been ascertained to be 
wholly or partially worthless and charged 
against the reserve account during the tax- 
able year. 
Government Supervision—Where banks 
or other corporations which are subject to 
Federal authorities (or by 


maintaining substantially 


supervision by 
State authorities 
equivalent standards) in obedience to the 
specific orders or in accordance with the gen- 
eral policy of such supervisory officers, 
charge off debts in whole or in part, such 
debts shall, in the absence of affirmative evi- 
dence clearly establishing the contrary, be 
presumed, for income tax purpose, to be 
worthless or recoverable only in part, as the 


case may be. 

Accrued interest may be included as part of 
the deduction for bad debts only when it 
has previously been returned as income. 


(other than a dealer in se- 


curities) possessing debts evidenced by bonds 


A taxpayer 


or other similar obligations cannot deduct 
from gross income any amount merely on 
account of market fluctuations. Where a tax- 
payer ascertains, however, that due, for in- 
stance to the financial condition of the debtor 
or conditions other than market fluctuations, 
he will recover upon maturity none or only 
a part of the debt evidenced by the bonds or 
other similar obligations and is able to so 
demonstrate to the satisfaction of the Com- 
missioner, he may deduct in computing net 
income the uncollectible part of the debt evi- 
denced by the bonds or other similar obliga- 


tions. 
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Foreclosures.—Where mortgaged or 
pledged property is lawfully sold (whether 
to the creditor or other purchaser) for less 
than the amount of the debt, and the mort- 
gagee or pledgee ascertains that the portion 
of the indebtedness remaining unsatisfied 
after such sale is wholly or partially uncol- 
lectible, and charges it off, he may deduct 
such amount as a bad debt for the taxable 
year in which it is ascertained to be wholly 
or partially worthless and charged off. 
Where a taxpayer buys in mortgaged or 
pledged property for the amount of the debt, 
no deduction shall be allowed for any part 
of the debt. 


the property bought in is sold or disposed of. 


Gain or loss is realized when 


LOSSES 
The losses allowed as deductions under 
Sections 214 (a) (4), (5) and (6) and 234 
(a) (4) of the Revenue Act of 1921 shall be 
which 
circumstances, 


deducted as of the taxable year in 


sustained. In _ exceptional 
however, in order to avoid injustice to the 
taxpayer and to more clearly reflect his in- 
come the Commissioner may permit a loss to 
be accounted for as of a year other than the 
one in which sustained. For example, an 
embezzlement or a shipwreck may occur in 
1922 and 


in such a case income may be more clearly 


1921, but not become known until 
reflected by accounting for the loss as of 
1922 rather than of 1921. 


sires to account for a loss as of a period 


If a taxpayer de- 


other than the one in which actually sus- 
tained, he shall attach to his return a state- 
ment setting forth his request for considera- 
tion of the case by the Commissioner, to- 
gether with a complete statement of the facts 
upon which he relies. However, in his in- 
come tax return he shall deduct the loss only 
for the taxable year in which actually sus- 
tained. Upon the audit of the return the 
Commissioner will decide whether the case 
provided by the 
statute; if not within the exception the loss 


is within the exception 
will be allowed only as of the taxable year 
in which sustained. The allowance of a de- 
duction for a loss in a year other than the 
one in which sustained is entirely within the 
discretion of the Commissioner and he will 
consider exercising this discretion only in ex- 
ceptional cases. A shrinkage in the value of 
the taxpayer’s stock in trade, as reflected in 
his inventory, is not such a loss as is con- 
templated by the provision of the statute 
authorizing the Commissioner to allow the 
deduction of a loss for a taxable year other 
than the one in which sustained. 

Shrinkage in Value—A person possessing 
securities such as stocks cannot deduct from 
gross income any amount claimed as a loss 
merely on account of the shrinkage in 
value of such securities through fluctuation 
of the market or otherwise. However, if 
stock of a corporation becomes worthless, its 
cost or other under Sec- 


tion 202, may be deducted by the owner in 


basis determined 


ae 


the taxable year in which the stock became 
worthless, provided a satisfactory showing 
of its worthlessness be made, as in the case 
of bad debts. 
porations which are subject to supervision }y 


Where banks or other ¢p,. 


Federal authorities (or by State authoritis 
maintaining substantially equivalent Stand. 
ards) in obedience to the specific orders o, 
general policy of such supervisory office, 
charge off stock as worthless or write ; 
down to a nominal value, such stock shall 
in the absence of affirmative evidence clear] 
establishing the contrary, be presumed fp, 
income tax purposes to be worthless. 

Paul Davis, Dry Goods Merchant of 
Waterloo, Iowa, in commenting upon th 
Credit World says, “Everyone in our Off: 
reads it religiously and we feel we could ny: 
get along without it. Many Merchants ar 
just Store keepers with no vision of the pos- 
sibilities of an Association such as ours, 
Mr. Davis is a believer in co-operation o 
Credits and has our emblem printed on his 


letter-head. 





ROBERT H. DURPHY 
With deep regret we announce the 
death of Robert H. Durphy, President of 
the National Creditors Publicity Asso. 
ciation, St. Louis, Mo. A consistent sup. 
porter of and Advertiser in the Creiit 
World. 


“SUSPENDED OR CLOSED” 
The 
summer went on record as favoring the fol- 


convention at Houston, Texas, this 
lowing: 

Accounts “suspended” are those which are 
inactive as a result of the wish of the Credit 
manager. 

Accounts “closed” are inactive because of 
the wish of the customer. 

Let’s all accustom ourselves to the meat- 
ing and to the use of these terms. 


J. R. Truesdale of Youngstown, Ohio, Sec- 
retary of the Service Division is giving & 
cellent assistance to Chairman Gray. He 
reports 17 new members from Girard, Ohio 
Wish we 


and expects 20 from Struthers. 


had more like Truesdale. 


GOOD NEWS 





Our entire membership will be pleased to 
learn that First Vice President David J 
Price of W. & J. Sloan Co., New York, has 
recovered from his serious illness and 
his duties at the 


January third resumed 


office after an absence of several months. 


NEW DIRECTORS 
The Houston Association certainly made 
a ten strike this year-in the selection of ne" 
Directors. WATSON—REED—HEWITI- 
LINEHARD, are hard workers and always 
on the job. We predict that they are dé 
tined for greater honors. 
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Interviewing the Applicant | 


By W. W. Weir 


Credit Manager for A. Hamburger & Sons, Inc., Los Angeles, Calif. 


ETAIL credit granting has undergone 
ey changes during the past ten or 
fifteen years. 

It was not so yery long ago that it was 
unusual for a person desiring credit to go to 
the ofice to make application. It was just 
taken as a matter of course that the average 
store simply granted the accommodation upon 
request to the salesperson to “charge it.” 

The head bookkeeper, or the proprietor 
would make some investigation, take a chance 
and O. K. the order. 
was then established for an unlimited line, if 


That person’s credit 


any kind of a payment on account was forth- 
coming from time to time. 

Monthly settlement in full was an un- 
known quantity; in fact, many persons be- 
lieved that payment in full 
terminated the account; so, in order to keep 


automatically 


the account open, settlement for the entire 
amount owing was seldom made. 

In this era of keen competition the Credit 
Manager should strive to cultivate the cus- 
tomer’s good will. Make your work a real 
pleasure to your customer and yourself. 

Treat all applicants just as you would like 
to be treated. 
done the house you represent a favor by 


Remember the customer has 
making the application. He is your guest 
—treat him accordingly. 

The higher the grade of your service the 
better impression you will make for your 
institution. 

The credit man who has the opportunity 
to take the initial application has a wonder- 
ful chance, not only to do the house he repre- 
sents justice, but he can help every credit 
grantor in his community. 

He must sell the idea that we have a well 
organized Credit Association for the pro- 
tection of credit, as well as the idea that the 
house he represents is the place to secure the 
right merchandise and good service. 

The credit man of today is more than a 
mere credit grantor—he is a_ salesman. 
Through the channels of the Credit Depart- 
ment the best class of merchandise is dis- 
tributed. 

We must all bear in mind that very few 
Persons come to the Credit Office to apply 
for credit with any great feeling of joy. 
They usually come “with a chip on their 





shoulder,” and it is up to all of us to elimi- 
nate that prejudice. 

The subject assigned to me is “Interview- 
ing the Applicant.” Before attempting to 
get any information from your applicant, try 
to get him or her in the proper frame of 
mind by some appropriate remark, or gen- 
eral conversation. 

You have ascertained that the applicant is 
a newcomer, and has made no previous ap- 
Then is 
your golden opportunity to tell him about 


plication for credit in your city. 


your local Credit Association, and how help- 
ful it is to strangers in establishing their 
credit properly, that it is the Dun and Brad- 
street of the retailer. 

By handling this introductory talk dis- 
creetly you can get all the information you 
want from the worthy applicant; the un- 
He 
knows you have a well set net for his kind. 


worthy will show his hand every time. 


After getting your applicant in the proper 
mental attitude go right down the line and 
get all the information you want. If you 
fail to be thorough it is your fault and not 
the applicant’s. 

On this subject, that distinguished author- 
ity, Mr. Peter R. Earling, has the following 
to say in his contribution on “The General 
Function and Work of the Credit Depart- 
ment” in the “System” hand-book on Credits 
and Collections: 


“This department should not make itself 
of all 
It should rather keep a little in the 
background, and a friendly and confidential 
attitude on the part of the credit 
much better than a distant and imperious 


obtrusive, least offensive and dicta- 


torial. 
man is 


bearing. While in some cases the inquisito- 
rial actions call for explanation, yet the ideal 
manner for the credit man to meet the new 
customer is in an informal way, and not in 
the capacity of the inquisitor.” 

On next page is shown a sample of the 
application form used by Hamburger’s. 

As students in a class of retail credits, re- 
member that the foundation of all accounts 
is the application, and the more thoroughly 
the application is taken, the better you will 
be prepared to determine to what extent you 
may extend the convenience. 

There is no set rule for interviewing all 


applicants, since they are all different and 
must be treated individually. 

In the course of general conversation with 
your applicant you may, without asking di- 
that 
necessary to the proper completion of your 


rect questions, learn many facts are 


application. The details may be secured and 
entered on the application blank afterward; 
but there are certain essential facts which 
must be gotten directly from the person you 
are interviewing. 

In the first place, we have the name—the 
surname, first. In this instance the appli- 
cant’s name is Johnston, mot Johnson. Par- 
ticular attention should be given to this mat- 
ter, as it is very annoying to a customer to 
have his or her name spelled incorrectly. 
You will also find it important when getting 
information from your Reporting Bureau or 
references. 

In this instance the given name is Wallace 
J. Now in addition to getting the husband’s 
name in full, it is essential to get the name 
of the wife, which in this case is Mary B. 
You will note, therefore, that this account 
is in the name of “Wallace J. and, or Mary 
B. Johnston.” In other 
opened this account jointly and severally. 
is the 
residence telephone number, and the town. 


words, you have 


Next in order residence address, 
Instead of writing “city” write in the name 
of the town. If it is Los Angeles, write “Los 
Angeles.” 

After this we get the occupation or busi- 
ness, business telephone, address, name of 
the firm where your applicant is employed, 
how long he has been so employed, and 
length of time he has resided in Los Angeles. 

Now in many instances it is unnecessary 
to get all of this information from your ap- 
plicant, as you have reference to directories 
and telephone books; however, when he has 
not resided ih your city over three months it 
is necessary to get this information directly 
from your applicant. 

In the case of a newconier seeking credit 
it is very necessary to get his former resi- 
dence address. In this 941 
West Twenty-ninth Street, Cleveland, Ohio. 


instance it is 


As no local mercantile account has been 
established, and this is the initial application 
for credit in Los Angeles, you secure the 














































































































































“Surname First—Write First Name in Full O. K. 
File —State if Single or Widow. — — 
and Date Taken ; 
Johnston, Wallace J. or Mary B. 3/9/21 Line 
| | | Report 
Residence Address _ __|Phone Town a Phoned V Wanted 
| 
1. 916 So. Western Ave. | 21973 | Los Angeles ; ; |R.M.C.A. Z Date 
Moved to | |R.M.C.A. 
2. | — : Special 
3. _ 
4 are —— | Dun ——— 
t |Occupation or Business Business Phone _ | Address | B.M.D.C.A. 
= Auditor 4 60234 901 W. 7th St., L. A. | ieiheetintecsinemeniiien 
ee Name of Firm How long How Long | Rotary No. 1 
Zz H. L. Arnold Co. Employed |3 Mos. Here 3 Mos. | Rotary No. 2 
< Former Residence [ee eee 
2 941 W. 29th St. Cleveland, Ohio | Rotary No. 3 
<= | References Local Accounts in P Ind 
, Mercantile Other Cities Address | Street Index aan 
None Halle Bros. Co. Cleveland | New Account Card 
. “ a 
: ses So. Signature Card 
Get 
May Co. —— a; . aE 
Wm, Taylor, Son & Co. = ee 
. .|Bank—State if Branch (Ck.) Banking Signature Letter 
ra L. A. Trust & Savings W. Julian Johnston or Mary B. — a 
7 8th & Olive (Branch) ener ae 
§ Own—Buying ~ |In name of | air - _— oe 
= Real Estate |From | Ranister 
= |} In 
S | - oe 
< Authorized Buyers | Out 
Daughter Kathryne _ ~ 
Remarks 
Accounts in Cleveland as Mrs. W. J. Johnston : 








Purchases Delivered 
Pending Investigation 















Age (about) 47 





Average Amount 
Desired Monthly $50.00 





Formerly Employed by 
Peck & Horton Co. 








How 
Long—4 years 









Address 
2261 East 14th St., Cleveland — 











Source of Income 
Salary and income from sale of property 








‘Temporary Line 
R. 











Relatives 
Mother—Mrs. Clara Johnston 













412 Clinton Ave., Marion, Ohio 








Personal References 
John B. Thompson, Phone 57281 












912 So. Harvard, L. A. 


Personal Impressions of Interviewer 
ood 


Miscellaneous Information 





Sold home in Cleveland just prior to leaving for California 








Payments are being made through Guarantee Trust-Co., Cleveland 











Chronological History of Account 

















names of accounts carried in other cities. In 
this case Mrs. Johnston had accounts with 
Halle Bros. Co., Higbee Co., May Co., and 
Wm. Taylor Son & Co., all of Cleveland. 

Our next reference is the bank, and care 
should be taken to ascertain whether or not 
the account is caried at a branch of this par- 
ticular bank, kind of account, whether check- 
ing or savings, and particular care exercised 
in getting the exact name in which the ac- 





count is carried, if you expect to get informa- 
tion from this source. 

In this application you will note that the 
name given is Wallace J., but the banking 
name is W. Julian Johnston or Mary B. You 
will find that a great many people do not 
sign their checks the same as the name is 
ordinarily given. Sometimes this is done at 
the request of the bank, in order to avoid 
duplicating names. 
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tins 


You next ascertain whether or not the ap- 
plicant is a property owner, and determing 
whether he owns the property or is buying 
on contract. If buying on contract we usy. 
ally ascertain from whom the Property jg 
being purchased, and if owned outright, jp 
whose name it stands. 

It is essential to have on file names of 
other authorized purchasers. In 
stance it is the daughter Kathryne. 


this in- 


Under “References” you will note that they 
have no accounts in Cleveland as Wallace 
J. Johnston, the accounts being carried as 
Mrs. W. J. Johnston. This is an important 
detail which you should get from all appli- 
cants if you expect your Reporting Bureay 
to succeed in getting information from large 
Eastern cities, as they carry many thousands 
of names, and must have the exact name in 
which the accounts are carried, as well as 
former address, in order to identify your ap- 
plicant. 

On the left hand margin you will note that 
the application was made by Mrs. Johnston 
and taken by Miss Hoff. It is necessary to 
know who made the application, in order 
to send the proper notification that the ac- 
count Has been opened, and at the same time 
a letter is addressed to the husband, in order 
that he may have knowledge of the fact that 
an account has been established. 


The right hand margin carries many de- 
tails that have to do only with the routine 
of handling the account, and nothing to do 
with the application for credit. 

On the reverse side we have space for 
purchases delivered pending investigation. 
This is simply for our guidance pending the 
opening of‘the account. 

It is important that you get the approxi- 
mate age of the applicant on the application, 
and the average amount desired monthly. 
This usually can be determined casually, and 
it is something you should avoid asking di- 
rectly, unless you are opening the account 
on a moral risk, and feel that the applicant 
is entitled to only a very limited account. It 
is, however, better to have a definite under- 
standing at the time the application is taker, 
than a misunderstanding at some future date. 

We also have space for the name of 
former employer, and source of income— 
which in this instance is from salary and 
sale of property. In some cases, such 4 
widows, and others not regularly employed, 
it is very essential to know the source of in- 
come in order to handle the account intelli- 
gently. 

In many cases it becomes necessary to give 
a temporary line of credit pending investige 
tion through the usual mercantile channels, 
as in some cases the applicant has alread) 
This affords the i- 
terviewer an exceptional opportunity to dem 


made some purchases. 





onstrate his ability to handle credits. 


We usually attempt immediately to make 
preliminary investigation in order to dete™ 
mine whether or not we can place a tem 





The ¢ 


_—__ 


porary 
the ust 
to our 
You 
of a re 
the mo 
We 
on this 
912 Sor 
Teleph 
The 
great i 
us to i 
tomer ' 
out gel 
The 
fying tl 
comer ! 
times ¢ 
are act 
resents 
sary to 
ascerta 
We 
pressio 
the chr 
Unde 
will se 
“Sold | 
ing fo 
made | 
Clevel: 
sary br 
the apy 
The 
tory is 
we ma 
added 
In n 
a defi 
terms | 
has ne 
count, ; 
Howey 
accoun 
these ; 
necesss 
Whe 
counts 
manne: 
“Ha 
of the 
accoun 
You: 
count | 
and te 
correct 
The: 
to rem 
gives | 
livery, 
addres 
that th 
justme 
standp 
future 
a Coll 
It is 
accoun 


Vorld 


ise 


he ap- 
ermine 
buying 
re usu. 
erty is 
ght, in 


mes of 
his in- 


‘at they 
Vallace 
ried as 
portant 
| appli. 
Bureau 
n large 
Dusands 
lame in 
well as 
our ap- 


ote that 
ohnston 
‘sary to 
n order 
the ac- 
me time 
in order 
‘act that 


any de- 
routine 
ig to do 


pace for 
tigation. 
ding the 


approxi- 
ylication, 
monthly. 
ally, and 
king di- 

account 
applicant 
ount. It 
e under- 
is taken, 
ure date. 
name of 
income— 
lary and 
such as 
»mployed, 
rce of in- 
at intelli- 


‘y to give 
investiga- 
channels, 
s already 
1s the in- 
y to dem- 
its. 

to make 
to deter 
e a tem 





The Credit World 





—_———— 


porary line, and if so, we indicate it with 
the usual symbol, and send it immediately 
to our authorizing stations. 

You will note that we also get the name 
of a relative. In this case it happens to be 
the mother of Mr. Johnston. 

We also get a personal reference, which 
on this application is Mr. John B. Thompson, 
912 South Harvard Boulevard, Los Angeles. 
Telephone 57281. 

The name of a relative is sometimes of 
great importance, if it becomes necessary for 
ys to investigate the whereabouts of a cus- 
tomer who has left for parts unknown with- 
out getting our permission. 

The personal reference is a help in identi- 
fying the customer, and in the case of a new- 
comer making his first application, it is some- 
times quite a difficult matter to know if you 
are actually dealing with.the subject he rep- 
resents himself to be. Sometimes it is neces- 
sary to wire to the applicant’s home town to 
ascertain if he is known to be in this vicinity. 

We also, have space for the personal im- 
pression of the interviewer, and space for 
the chronological history of the account. 

Under 
will see that we have made the notation: 
“Sold home in Cleveland just prior to leav- 
ing for California. being 
made through the Guarantee Trust Co. of 
Cleveland.” ‘This may seem to be unneces- 
sary but it all goes to show the stability of 
the applicant. 

The space devoted to chronological his- 
tory is reserved for future information which 
we may get, and which is necessary to be 
added to the application. 


“Miscellaneous Information” you 


Payments are 


In many instances it is advisable to have 
a definite understanding in regard to the 
terms of payment, especially if the applicant 
has not previously established a local ac- 
count, and is unfamiliar with the usual terms. 
However, if the person has already opened 
accounts in the city, it is safe to assume that 
these are understood by him, and it is un- 
necessary to go into this detail. 

When asking an applicant about other ac- 
counts it is well to put the question in this 
manner: 

“Have you ever had an account with any 
of the local stores?” and not: “Have you any 
account in Los Angeles?” 


Your applicant may have some closed ac- 
count which he wishes to avoid mentioning, 
and technically is answering your question 
correctly if he says he has no accounts. 

There is another point which is well to 
‘© remember, and that is, if your applicant 
gives his address as P. O. Box, Rural De- 
livery, it is also essential to get a delivery 
address. You can explain to your applicant 
that this is necessary for delivery and ad- 
justment, but from your personal private 
standpoint it may also be important at some 
future time, when it is necessary to deliver 
4 Collector at that address. 

It is well to have a follow-up on all new 
accounts, in order to know that all terms 


have been strictly adhered to. If payment 
has not been made according to terms, it will 
afford you the opportunity to make further 
explanation and avoid misunderstanding, 
thereby developing a prompt paying cus- 
tomer without giving offense. 

My subject also calls for some mention of 
the various types of applicants. As this 
application has to do only with the husband 
and wife, it may be well to mention other 
classes and types, such as widows, minors, 
guaranteed accounts, estates and trusts, cor- 
porations, partnerships, fictitious trade styles, 
city, county and state institutions, all depart- 
ments of the United States Government, and 
maritime and marine accounts. 

We might find it interesting to take a few 
applications that were actually taken in the 
credit office at A. Hamburger & Sons, just 
to show you the importance of thoroughness. 

The first person that we have in mind was 
introduced to us by one of our buyers. He 
represented himself to be a traveling sales- 
man for a very well known Eastern manu- 
facturing company, that he had been in their 
employ for six years, and was very free in 
giving information concerning himself. He 
gave us as reference the manager of one of 
our large hotels, also several mercantile 
houses and a bank reference. He had every 
appearance of being substantial, and a rea- 
sonable line of credit was established. 

An investigation of this. applicant was 
sent through the usual channels, and a re- 
port received by the R. M. C. A. of a highly 
detrimental character. All of which goes to 
show that extra care should be used in es- 
tablishing accounts. 


We also have an application which was 
made in June, 1917, by a man representing 
himself to be the principal of a well known 
military school. This application happened 
to be taken by myself. 


The applicant did not have the appearance 
of being one of the kind we would care to 
put on our books, and we considered it a 
case calling for careful investigation. The 
man admitted that he had been in Los An- 
geles only five months, and had established 
no banking connections. For further in- 
formation he stated that he had been con- 
nected with a school in Montana. 

We felt that a thorough investigation 
should be made through our local bureau, 
and requested that they take it up with all 
the leads that we could give them. As in the 
former case, the report received was of a 
detrimental nature. 


This shows that the responsibility of the 
house opening the first account is very great, 
as many other accounts are opened after the 
subject has succeeded in establishing himself 
with one or two houses. 

We have another application that was 
made in 1913, by a very substantial looking 
woman; in fact, she looked “just like a mil- 
lion dollars” to me. She gave an address 
in a very good locality, and on inquiry 
stated that she had been there about five 


months, that she had been traveling for the 
past two years and her last address was 
Paris. Formerly she had lived in Chicago, 
but was a confirmed globe-trotter, and could 
not be pinned down to any definite residence 
address. 

However, as reference, she stated very 
emphatically that well 
banker could give any and all information 
necessary for us, and if that was not suffi- 
cient we could “simply tear up our old ap- 
plication” and let it go at that. 


a certain known 


The report was satisfactory, the essential 
facts verified, and a bank balance shown be- 
tween $4,000 and $5,000. The banker hav- 
ing a letter of introduction, indicating her to 
be worthy of any credit desired, we hastened 
to open the account—in fact, I am not sure 
but we sent a special delivery letter to that 
effect! 


For several months the account was used 
freely and paid promptly, then suddenly, one 
fine sunny morning, we awoke to find that 
the individual had been doing a little pyra- 
miding; in fact, had established ten other 
accounts and was owing quite a sum of 
money besides. 


Later it developed that she was a notorious 
adventuress, and that there were all kinds 
of suits and judgments against her in the 
East. 

The point I wish to bring out in this ac- 
count is, that if it had been established prop- 
erly in the first place this could not have oc- 
curred. 


An antecedent report or history on all 
newcomers should be obtained through a Re- 
porting Bureau. Any reference furnished by 
an applicant is usually a good one. No in- 
dividual is going to refer to one who is not 
likely to supply a favorable report, there- 
fore, as stated before, all references should 
be cleared through a local Reporting Bu- 
reau, and obtained from a Credit Associa- 
tion where the applicant formerly lived. 
This will include not only information fur- 
nished by the references, but will also be 
supported by anything in the files of the As- 
sociation, and will show conclusively whether 
the applicant is good, bad or indifferent. 


There is still another class of applicant 
who should be investigated thoroughly be- 
fore credit is granted. 


One of this type, representing himself to 
be a business man from Arizona, called at 
our office with a woman whom he introduced 
as his wife. He gave as reference three 
large local wholesale companies. One large 
mercantile house gave us flattering reports 
on him. A telephone call to one of the 
wholesale houses elicited the information 
that he had a high credit, $3,000 and dis- 


counts. 

Now the point is that this man was not 
sufficiently identified. After a day or two 
one of our credit men confided the fact that 
he had “a hunch” that everything was not 
as it should be. We advised him by all 
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means when he had “a hunch” like that to 
play it. 

All machinery for investigating cases of 
this kind was set to work under pressure, 
and soon developed the information that the 
man had misrepresented himself, that the 
woman was not his wife; and‘later he was 
arrested in a northern city charged with 
murder and other crimes. 

The merchandise secured from us was ul- 
timately recovered from the woman. 

The point to be emphasized in this is that 
the identity of out-of-town applicants should 
be established beyond question. 


Some time ago I read a very interesting 
article in the “American Magazine” by 
Mr. Fred C. Kelly, on “The Kinds of People 
to Trust in Money Matters,” and was so 
impressed with it that I want to quote some 
selections: 

“T once overheard a conversation between 
a credit man and a woman, whose appear- 
ance—as the credit man later told me—indi- 
cated that she was high strung and should 
be handled carefully. 


‘ 


‘I would like to open a charge account 
here,’ was all the information that she vol- 
unteered. 

“Very well,’ replied the credit 
‘Just let me jot down your name.’ 
She said her name was Mrs. Ralph J. Fer- 


guson. 


man, 
breezily. 


“*That’s not the Ferguson down at the 
City Hall, is it?’ inquired the credit man in 
a friendly fashion, as if his only object were 
the fun of discovering a former acquaintance. 

“‘“Oh, No,’ she “My husband 
works for the gas company. He’s been ‘there 


replied. 


for the last seven years.’ 

“*That’s right. Isn’t he in the accounting 
division ?’ 

“*No, he’s assistant to the chief of instal- 
lation.’ 

“The credit man nodded knowingly. 

“‘Now if you'll give me your street ad- 
dress,’ he went on casually reaching for a 
pen, ‘I'll put it down here on our books.’ 

“We live on East Hampton Avenue,’ was 
the reply. 

““East Hampton. Well, that’s a nice little 
street. A friend of mine nearly bought a 
By the way, Mrs. 
Ferguson, what’s property worth out there 
now ?’ 


house there last spring. 


“Well, we paid eleven hundred dollars 
for our lot just before we built, but that was 
some time ago. When we reduced the mort- 
gage recently the man told us values had ad- 
vanced a good deal.’ 

““T suppose you know my old friend, 
George Ruddick, the grocer?’ 

“Ves. We usually deal, though, at Har- 
ner & Wolf's.’ 

“Well, that’s a good store, too.’ 

“Now it will be noted that, without any 
formality, and without the customer realiz- 
ing that she has told anything about her 
financial standing, the credit man has learned 


a number of facts: He knows where her 


husband is employed, and the nature of his 
work, from which he can make a pretty ac- 
curate guess at the amount of his salary; he 
also knows that they live among genteel 
people, and own their own home. Moreover 
he knows where they buy groceries, and can 
easily find out from the grocer if they pay 
promptly. He can use the telephone and 
the city directory, and readily confirm the 
other things she has told him. He not only 
got the facts he wanted without offending 
her, but she is pleased and flattered over the 
nice chatty little human way the store has 


dealt with her.” 


Obviously, no credit man would undertake 
to handle all customers in the same way. A 
great many would prefer more formality. 

Widows comprise a difficult problem for 
every retail credit department. can’t 
ask a widow what her husband’s occupation 
or salary is. Maybe she lives in a boarding 
She is unemployed and has not es- 
tablished credit at any other store in the 
city. 


You 


house. 


She may have independent means, or 
Even if she had 
every intention of paying her bills, a woman’s 


she may be an adventuress. 


desire for clothes often destroys her sense of 
balance. 


What is a credit man to do in the case of 
a widow? He can ask her for names of her 
acquaintances who may serve as references. 
Or, if she has not been in the city long, he 
can ask her where she dealt in the city 
where she lived before. In fact, if he can 
learn where she came from, all he has to 
do is to get in touch with the retail associa- 
tion there. If she had credit at the stores 
in that city and paid her bills promptly— 
or didn’t pay them—her record is on file. 
But if the woman should be an adventuress 
she may have changed her name. It is not 
unusual, by the way, for a woman to go from 
one town to another and use the name of a 
that 


a woman goes into a store in Cleveland, ex- 


prominent society woman. Let us say 


plains that she is visiting in the city, gives 
her hotel address and her name as Mrs. 
Cecil J. Vanderhick of Pittsburgh. The Van- 
derhicks are Pittsburgh, 
there is no question about their ability to pay 


leaders in and 


for whatever they buy. But there may be 
some question about the woman in the store 
being Mrs. Vanderhick. So the credit de- 
partment causes a wire to be sent to the re- 
tail credit association in Pittsburgh, asking 
for a brief description of Mrs. Cecil J. Van- 
derhick, and whether she is visiting in Cleve- 
land. A big store must constantly be on 
guard against the buyer who tries to repre- 
sent herself as somebody else, even in the 
same city. 

It is probably true that most stores have 
more credit losses on widows than on any 
other class of persons. An almost equally 
serious problem in the average big store, are 
those planning to become widows—that is, 
A woman about to sue for a 
divorce will often make a dash for the near- 


grass widows. 


est department store, to stock up with every- 
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thing she thinks she needs, and charge it aj 
to her husband before it is too late. And 
there is no way of knowing in advance that 
a woman is about to take part in a divorr 
action. 

“Beware of the woman,” remarked one 
credit man, “who doesn’t want you to ¢allj 
up her husband.” 

And nothing excites suspicion in a store 
more readily than for a customer immedj- 
ately after being permitted to open a charge 
account, to buy heavily—especially if the ar. 
ticles bought be classed as luxuries. 

“Mrs. So and So has ordered these things 
sent to her home,” a clerk reports. “Shall 
we let her have them?” 

Let us assume that the customer has only 
recently obtained the credit privilege. The 
credit man can look over the list and pretty 
nearly tell at a glance, just from the kind 
of things ordered, whether the customer in- 
tends to pay for them or not. 

Everything else being equal, credit men 
say the best risk is the man earning around 
$2,000 a year. If he makes much less than 
that he may have difficulty in making both 
But a $2,000 a year man can 
live comfortably, and yet be free from the 
temptations that beset a man earning $5,000, 
When you’re making $5,000 you will move 


ends meet. 


in a circle which probably includes persons 
earning $10,000 or more. And you may try 
to keep up with them. The only way you 
can follow their pace is to live beyond your 
means. The same thing is true of the man 
earning $20,000. After you once get into 
the comparatively wealthy class you are con- 
stantly up against the temptation to live like 
the fellow who makes a little more than you 


do. 


I asked three credit men recently what oe- 
cupation seemed to be most closely associ- 
ated with prompt payment of bills. It is 
interesting to note that all three gave me the 
same answer. Each one said that all other 
things being equal, he would rather trust 
a railroad man than a person of almost any 
other occupation. The reason is that a rail- 
road man is trained to be systematic and 
punctual. 

Another credit man told me that for the 
amount of their income, lawyers and doctors 
—more particularly lawyers—are notoriously 
A lawyer hasn't the 
fear others have of being forced to defend 
And then, any profes- 


sional man gets his income spasmodically, it 


slow in settling bills. 
an action in court. 


regularly. It is not so easy for him to fall 
into regular habits in his expenditures, 4% 
the man who gets a certain sum of money 
every Saturday night. 

People of vast wealth are often the hard- 
est to get money from. ‘They are aware that 
the store proprietor knows they are good for 
And as their income 
is from capitalistic rather than from salary 
sources, they fall into the habit of keeping 
every dollar of their principal working 1 


whatever they owe. 


their own interest as long as possible. 
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Name 


Business _ 








Established in 1907 on the Rock of Service 





THE HICKOX SYSTEM 


BESSEMER BUILDING 
PITTSBURGH, PA. 





Collects 


Past due accounts 


for 
Department Stores 
and 


Members of our Association 
: all over 
The Civilized World 


ona 
No collection—no charge basis 


OUR DIRECT DEMAND DRAFTS 
Sent free of charge to any member by filling in your 














NAMM’S USE TELEGRAMS TO CALM 
IRATE PATRONS 


A. I. Namm & Son, Brooklyn, are using 
night letters to effect adjustments between 
the store and customers. In cases of com- 
plaint where the customer is especially iras- 
cible or feels particularly aggrieved, the 
Brooklyn store is making a practice of send- 
ing a letter by Western Union covering the 
matter in dispute and informing the cus- 
tomer that it is receiving immediate atten- 


tion. 


The official look of a telegram and its 
implied suggestion of immediate action have 
been found very effective by the firm, it was 
stated, in bringing about an understanding 
by the customer that the store was really do- 


ing all it could to settle the cause of fric- 
tion, 


As the letters come the next morning, they 
often arrive before even a telephone call 
could reach the customer. It is also pointed 
out that while they are personal, like the 
telephone, they prevent the acrimony which 
might develop in a wire conversation. Most 
of all they impress the customer. The store 
expects to extend the use of this medium.— 
From Women’s Wear. 





‘It ain't the gang that walks behind you 
when you're dead; 

Its the gang that walks with you while 
you're here that counts.”—Exchange. 





Food for Thought 


Dec. 17, 1921. 


Mr. Nelson: 


For your information, I am _ submitting 
herewith an “analysis of membership in the 
Retail Credit Men’s National 
based upon the number of retail stores in 
each state. 

Statistics for 1920 show 
at that time 555,094 


United States, distributed amongst the va- 


Association” 


that there were 
retail stores in the 
rious states as set forth in column one (1) 
of the analysis. 

Column number two (2) shows the per- 
centage that each state has of the total retail 
stores in the United States. 

Column number three (3) shows the num- 
ber of members that each state should have, 
based on the percentage of retail stores in 
that state and on present total membership. 

Column number four (4) tells the number 
of members in each state on August 1, 1921, 
according to The Credit World of October, 
1921. I have assumed that Delaware had 
eleven members, in order to make the total 
membership Credit 
World. 

The star entries in column five (5) show 
at a glance, the states that are short in mem- 
bership, while the figure without the star in- 
dicates the states that have a membership in 
excess of their quota based upon the number 
of retail stores within the state, as on present 
total membership. 


agree with figures in 


The percentages and the quota figures will, 
of course, continually change as your mem- 
bership increases or decreases; but, I believe 
this analysis will at least furnish food for 
thought and give you some tangible evidence 
as to the states from which increases in mem- 
bership should come. 

Every live retail dealer should be a mem- 
ber of your association. I have no statistics 
on the live ones but this analysis shows that 
less than 2% of the total retail stores are 
members of the organization, so you evi- 
dently have plenty of chance for new mem- 
bers in every state. 


Column six (6) shows the percentage of 
members in each state to the retail dealers 
in that state. A glance down this column 
will show you the high spots. You will 
notice that Tennessee ranks first in percent- 
age of possible 
second, Missouri third, Minnesota fourth, 
District of Columbia fifth, Ohio sixth, Okla- 
homa 


membership, Washington 


seventh, Colorado eighth, Nebraska 
ninth, Michigan tenth, Texas eleventh, and 


sO on. 

Column seven (7) shows the rank of each 
state as to the percentage its membership 
bears to the total retail stores within that 
state—the state having highest percentage 
taking first place and so on down. 

N. V. COPLEN, Auditor 
Rudge & Guenzel Co., Lincoln, Nebr. 
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FOOD FOR THOUGHT 


Where Does Your State Stand? 


Mr, N. V. Coplin, Auditor for Rudge and Guenzel Co., Lincoln, Nebr., has prepared the following 
table showing the number of retail stores in each State, the membership quota, the present mem- 
bership, showing those who are above or below quota and rank in list of States as regards member- 
ship. You will note we have but 1.83% of the retail stores of the country as members. 





Alabama. . ; 


vere 13,064 2.35 

IO oo i. oo 0s 0 0 ewes 1,161 21 
ee 8,602 1.55 
RES 66 caecowev es 16,043 2.89 
Serer 5,384 .97 
a ee 6,747 1.22 
Delaware......... 1.581 .29 
Re 2 2,140 09 
I gird Cicninn piluocdra: ie acl 6,034 1.09 
EES eee 16,911 3.05 
aaa 2,015 ey f 
I ee re 36,601 6.59 
0 Ee re re 19,109 3.44 
NG ia 5 isan ties ee ating a 14,468 2.61 
ES en ee eee 11,538 2.08 
| See 16,263 2.93 
DN 4 ceaccuucnee 9,938 1.79 
PR inc veuneeniiduse 5,889 1.06 
hie ae Ee 8,618 1.55 
Massachusetts........ 18,935 3.41 
ee 17,169 3.09 
I 5 iia demon ne 12,960 2.33 
a err rere 11,725 2.11 
OS eee 21,001 3.78 
FEE COE OT 2.508 45 
0 Ee ere 7,751 1.40 
I a achriarek ie irra a ae 693 13 
New Hampshire........ 2,937 53 
oe aie oe. Oe 17,299 3.12 
New Mexieo........... 1,560 28 
ER eee 48,258 8.69 
North Carolina......... 13,044 2.35 
North Dakota.......... 3,701 .67 
RE Ae oer 25,708 4.63 
NI i 55 wai iti We 11,499 2.07 
EEE EEC OT CE 3,794 .68 
Pennsylvania........... 39,161 7.05 
Rhode Island.......... 2,692 49 
South Carolina......... 7,375 33 
South Dakota.......... 3,389 61 
TI S 6.615 tobi 0'd' ee So 14,114 2.54 
 cawdeaeNeserkkas 21,452 3.86 
NS oe ON ss th sea ere 2,196 .40 
ee eo 2,362 43 
i cert tsla ats 11,533 2.08 
WOO. 5 ook caceces 5,763 1.04 
West Virginia......... 8,492 1.53 
ee ee 13,002 2.34 
WOE ssid so.0s cnwccae 915 16 
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No. of J of 


retail retail 

stores | stores 
in each | in each 
| state | state to 

| total 

| retail 

stores 


| in U. S. 








Member- No. of | 
ship members 
| quota on 
for each | August 
state } 1st, 1921 
| based 
on % of | 
retail 
stores 
therein 
238 = 293 7 
21 13 
157 112 
293 372 
98 163 
124 +4 
30 11 
40 80 
111 27 
309 25 
38 8 
668 13 
349 203 
265 183 
211 115 
297 107 
182 71 
107 11 
157 134 
346 308 
312 476 
236 532 
214 11 
383 1001 
46 17 
142 230 
12 1 
54 2 
316 98 
28 7 
881 802 
238 3 
68 3 
469 953 
210 381 
69 102 
715 707 
50 33 
135 3 
62 99 
258 1105 
391 580 
41 15 
44 17 
211 54 
105 314 
155 23 
237 236 
16 23 
‘ 10,139 


” 


% of No. | 


under Rank 
quota | in each 
state to 
| No. of 
| retail 
stores 
in that 
state 
15* 1.82 16 
8* 1.12 25 
45* 1.30 22 
79 2.33 15 
65 3.02 8 
120* 06 45 
19* .69 30 
40 3.73 5 
84* 45 35 
284* 15 40 
30* 40 36 
537 36 37 
146* 1.06 26 
82* 1.26 23 
96* 1 27 
190* 66 2 
PHS ig 71 29 
96* 18 39 
23* 1.55 21 
38* 1.62 20 
164 2.77 11 
296 4.10 4 
203* .09 43 
618 4.77 3 
29* .68 31 
88 2.96 9 
11* 14 4] 
52* .06 45 
218* 57 33 
21* 45 35 
79* 1.66 19 
225* 10 42 
65* .08 44 
484 3.71 6 
171 3.31 7 
33 2.69 13 
8* 1.80 18 
i 1.22 2 
132* .04 46 
37 2.92 10 
847 7.83 1 
189 2.70 12 
26* 68 31 
27* 72 28 
hor AT 34 
209 9.44 2 
132* 27 38 
ia 1.81 17 
7 2.51 14 
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Granting Credit to Facilitate an 
Increase in Business 
W. A. Shurr, Woolf Bros., Kansas City, Mo. 


and made it so much easier for both 
yourself and customer. It is just the same 


— and you have broken the ice— 


principle as if you were a customer—when 
you go to purchase something and the sales- 
man smiles at you, he at once gets your con- 
fidence and the sale is half made. That 
smile instills you with confidence—you at 
once believe in the sales person, and feel 
sure that the article he sells you is worth 
On the other hand, if he is in- 
different, shows you the goods without any 


the money. 


enthusiasm, you have a doubt in your mind 
as to whether it is what you want or not. 
The same principle should be worked on a 
credit applicant. 

You desire all the information you can 
get from him in a diplomatic way, so if you 
smile and say you are glad to know him it 
at once puts him at ease, and the majority 
of times you can pump him for all you want 
toknow. We, as credit people, have formed 
the habit of looking on all applicants as pos- 
sibly being undesirable. This is a mistake, 
as the applicant is human, and can possibly 
read your expressions, as well as you can 
his. I have shuddered at times when I have 
witnessed the way some credit men and 
women have approached possible customers, 
and felt that if it were myself, if the credit 
man would look at me in that manner, I 
would feel like running—so let us get the 
habit of smiling at everyone, not a forced 
smile, but an expression of greeting. It 
costs nothing and goes so far, and we must 
not depend so much on our “first hunch,” as 
we call it—it has gotten us all in trouble as 
often as it has helped us. Many times when 
we have formed a hasty opinion that a man 
was undesirable, we have found that he was 
very good, so if we had smiled at him, and 
given him the impression that he was paying 
us a compliment, instead of us doing him a 
favor, he would feel much better toward 
your firm—and the chances are he would 
make a fine customer. In other words, the 
salesmanship in an organization must be dis- 
played in the Credit Department, as well as 
behind the counter. 
must be a salesman. 


Every credit person 
Your credit depart- 
ment, if analyzed, is nothing but a sales or- 
ganization from many angles. First, you 
must sell yourself to the customer. If he has 
confidence in you, naturally he will have con- 
fidence in your firm and your decisions. 
After you have taken his application, get 
the answer to him promptly—explain to him 
that you will rush it through as quickly as 
possible, that you are after all the business 
you can get, and that it is as much to your 
merest to answer him promptly as it is to 


him—and, by all means, give him an answer. 
We sometimes fail to answer, because, after 
our investigation, we find he is only med- 
iocre, and we think “Oh, well, we will not 
answer him—let him come in again.” In a 
case of this kind a letter saying that you 
have been unable to get just the required in- 
formation desired, and asking him to grant 
This has 
a psychological effect on him, and makes it 


you another interview, is in order. 


much easier for you to refuse when the final 
investigation has been made. By doing this, 
(if you have smiled on him at the beginning) 
it leaves a good taste in his mouth—and the 
chances are he will continue buying from you 
on a cash basis, and remember—it is much 
easier to break away from this man if you 
have greeted him in a friendly manner in 
the beginning. 

Often a credit man can display his sales- 
manship by making a proposition of half 
cash; that is if he feels the prospect is en- 
titled to some credit. By so doing the cus- 
tomer assumes some of the burden, as well 
as yourself, and it oftentimes makes him a 
good customer, and increases the volume of 
business for the year. Right here is a good 
time to call attention to the word “volume.” 
Too many of us are too anxious to hold down 
our “P & L,” and seem to think that is our 
main duty, but by so doing we can also cut 
down the volume of business, which in a 
By this, 
I do not mean to give credit promiscuously, 
but let us make better decisions on the ac- 
counts we do open. We should not have 
the name of being easy, but we all know, 
from our own experience, that this name is 
gained by giving credit to people who do 
not deserve it, and we usually know at the 
time we extend the accommodation that it is 
a shaky account, and we only extend it be- 
cause the customer is insistent, or we do not 
take the time to investigate properly. 


year would amount to a big figure. 


After opening an account, don’t lose sight 
of the customer. Keep in friendly touch with 
him. Let him know you are on the job. If 
he gets a little lame, call him up, or write 
him a friendly letter, asking him to come in 
and see you—remind him of your conversa- 
tion at the time of opening the account, your 
terms, etc., and by so doing you keep his 
respect and teach him to pay promptly. Keep 
an orderly desk—keep your files up to date, 
and be able to place your hands on his ap- 
plication in a second, so you can show it to 
the Boss if he asks for it, and to also guide 
your decision if he buys an unusual bill. 
Have system, but cut out red tape—pay a 
lot of attention to collections—and “don’t 
forget to smile.” 


MOVIES AID COLLECTIONS 
W. B. MARR, Nashville, Tenn. 


Recently, I have had the following expe- 
rience, which I believe is worthy of note. 

Mr. E. F. Webb and myself, a few weeks 
ago, went to our Princess Theatre, where 
they show vaudeville acts, and prior to the 
acts, usually have a short skit in the way 
of a moving picture. 

On this occasion, the scene was in the wild 
woods of California, with a desperate vil- 
lain as the leading character in the play. 
Mr. Webb asked me if I recognized the vil- 
lain, and I stated that I did not. He then 
remarked, “This is William Shakespeare,” 
we will call him (his real name is different, 
of course), and I immediately recognized 
the villain as a former stock show actor who 
lived in Nashville about eight years ago, 
when we had stock shows which played en- 
tire seasons. About this time, stock shows 
were becoming very unsuccessful, but this 
gentleman liked Nashville sufficiently well 
to make it his home for several years, and 
finally, to make all ends meet, he married a 
widow who had a rooming house here. Later 
the call of the movies tempted him, and he 
found that his old talent and ability served 
him well, and he secured a proper position 
in Universal City, near Los Angeles. 

Eight years ago, I took a judgment against 
this gentleman in favor of the City Savings 
Bank of Nashville. The next day after I 
saw him in this moving picture show, I had 
an execution to issue on said judgment, which 
was eight years old. I sent it to Los An- 
geles, collected $100 in settlement. 

This unusual experience, happening three 
thousand miles from the scene of the play, 
shows how small the world is when viewed 
through the movies, which often reveal long- 
lost persons. 





OUR AIM 


To improve Credit conditions. 

To become bigger, broader business 
men through close association. 

To accomplish this we should be un- 
selfish in our selfishness. 

We should cultivate in ourselves hu- 
man sympathy with aggressive firm- 
ness. 

We should give time and effort to 
the study of the underlying principles 
of Credit so that we may have a 
higher conception of our places in 
business. To this, we 
should discuss our various interpre- 


accomplish 


tations of the elements of economic 
conditions and their relation to Credit. 
This is more important than Credit 
Department routine; it is not enough 
that we combine our knowledge of the 
individual peculiarities of our clien- 
tele; these are the less important of 
our Association functions. 

—R. S. Morris, Vice Pres., San Fran- 
cisco Retail Credit Ass’n. 
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THE MEMBERSHIP CAMPAIGN OF 
1921-1922 

The following Prizes and Trophies will be 
awarded at our Cleveland Convention—June 
12-13-14-15 

The Wright Trophy, a Handsome Silver 
Vase will be awarded the Local Association 
making the largest gain in MEMBERSHIP 
during the YEAR. This Trophy is now held 
by the Saint Louis Local and only becomes 
the property of the Local after it has been 
won three successive years. 
has been able to do this. It was previously 
held by Memphis and Cleveland. 

Every 


So far no Local 


Individual 
member sending in Ten (10) new Members 
will receive a certificate for refund of $10.00 
on Expenses to 
Cleveland. 

Every Local Association or INDIVIDUAL 
sending in Twenty-five (25) New Members 
will be entitled to a refund of $37.50 to be 
applied on Expenses to Convention. 

Every Local Association or INDIVIDUAL 
sending in Fifty (50) or more members will 
be entitled to a refund of $75.00 to be ap- 


Local Association or 


National Convention at 


plied on expenses to Convention. 

Local Associations may have their entire 
membership work for these prizes and put 
all new members into the general Convention 
Fund. Where credit is given the Associa- 
tion, we cannot also credit the individual. 
National Office 
should state to whom credit is to be given, 


All applications sent to 


so we can keep a-correct record. 
ATTENDANCE TROPHY—A handsome 
Silver Trophy will be presented the Local 
Association having the largest number of 
This 
the Convention 


delegates registered at the Convention. 
is exclusive of Cleveland, 


City. 





State Chairmen Trophies: 


A handsome Silver Trophy will be 
awarded State Chairmen as follows: 
1. For State making highest percentage of 


membership gain. 


2. For State making second highest percent- 
age of membership gain. 
3. For State making third highest percent- 


age of membership gain. 
4. For State making fourth highest percent- 


3 


age of membership gain. 


“WV 


. For State making fifth highest percentage 
of membership gain. 

This contest extends from AUGUST 1, 
1921 to JUNE 1, 1922. All Applications with 
remittances bearing Post Mark up to Mid- 
night May 31, 1922, will be counted. 





STANDINGS JANUARY 1, 1922. 
Northeastern District (J. M. Connolly) 


New Members Total new 
secured during members since 


December August 1, 1921 
New York 0 29 
Vermont 0 6 
Connecticut 0 3 
Massachusetts 0 0 
Maine 0 0 
New Hampshire 0 0 


Eastern District (J. R. Hewitt) 


Maryland 1 14 
Pennsylvania 2 12 
Virginia 2 4 
West Virginia 0 4 
New Jersey 0 0 
Delaware 0 0 
Dist. of Columbia 0 0 
34 
Central District (D. W. Ahl) 
Missouri 7 41 
Michigan 1 33 
Ohio 2- 22 
Indiana 1 12 
Illinois 1 8 
Canada 0 1 
117 
Southern District (Robt. Lienhard) 
Louisiana 0 17 
Tennessee 0 4 
Florida 1 3 
Kentucky 1 1 
Alabama 0 1 
Arkansas 0 1 
North Carolina 0 1 
South Carolina 0 1 
Georgia 0 0 
Mississippi 0 0 
29 
Western District (J. W. Lewis) 
California 7 16 
Utah 0 5 
Nevada 0 0 
21 
Northwestern District (R. W. Watson) 
Washington 23 37 
Oregon 1 7 
Montana 0 6 
Idaho 0 1 
51 
Southwestern District (Adolph Grasso) 
Texas 16 44 
Oklahoma 8 26 
Arizona 1 1 
New Mexico 0 0 
71 
Midwestern District (C. M. Reed) 
Nebraska 34 64 
Kansas 5 16 
Colorado 4 14 
Wyoming 0 1 
95 


DIRECTOR GRASSO SAYS 


The Retail Credit Men’s National Asso- 
ciation is of greater importance to our Retail 
Merchants than any other National Associa- 
tion, and it covers the entire field—every 
line of trade is interested. It is well estab- 
lished with a membership of about 12,000 
and above all, gives service to its members; 
therefore, we do not have to hesitate in ask- 
ing our merchants and retail credit men to 
take a membership. 


—Adolph Grasso, San Antonio, Tex. 
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HERE IT IS! 










ONLYONE 


AUTOMATIC 


PENHOLDER 


The Modern Bookkeeper’s Pen 





USE RED AND BLACK INK WITH 


“Onlyone Penholder’ 





Red and Black ink pen points combined in 
one holder. One pen always in operative 
position. Push the button and it disappears 
and the other automatically 
position. 


comes into 


STOP wastin3, valuable time hunting for 
misplaced red ink penholders. 





Sent Postpaid for Only $1.00 


THE “ONLYONE PENHOLDER” (0, 


BANGOR, MAINE 


CLEVER IDEAS 


A Detroit hardware dealer was carrying 
an account that was long overdue, the cus- 
tomer having ignored numerous requests to 
Finally 
ware man added a fictitious item to the man’s 


come in and settle up. the hard- 
bill in his monthly statement, “To six ham- 
mers at 85 cents each, $5.10.” 

A day or two later the man came in, vis- 
ibly annoyed, and pointed an accusing finger 
at the statement in his hand. 

“You've charged me here for a half dozen 
hammers,” he asserted, “and I’ve never 
bought a hammer in my life—either here or 
anywhere else.” 

“That’s funny,” said the dealer; “there 
If you 


say you didn’t buy any hammers here we 


must be some mistake some where. 


believe you. We'll just deduct the $5.10 and 
you pay the difference.” 

The customer acted on the suggestion and 
went away, happy in the thought that he 
had asserted his rights to a square deal and 
escaped an overcharge. 





State Chairman Dixon of Florida, has 4 
clever idea of making an Addressograph 
plate with some timely topic or slogan, and 
printing it on the back of the envelopes sett 
from his Office. This might be used by oth- 
ers in calling attention to some special fe 
ture. 
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The Thrift Week Campaign 


The following copy of advertisement was sent to the Secretaries of all Local Associations. 
The idea was to have it appear in local newspapers nationally at about the same time. 











To-day is Pay Your Bills Promptly Day of 
National Thrift Week 


HIS ADVERTISEMENT IS NOT DIRECTED TO THOSE WHO UNDER- 
I STANDINGLY AND INTELLIGENTLY USE THEIR CREDIT, BUT RATHER 
TO THOSE WHO HABITUALLY AND FLAGRANTLY ABUSE IT. 


If you work for pay you are ‘‘in business for yourself.’’ Your stock in trade 
is ‘‘Service.’’ This you sell to your employer. As long as he continues to pay 
you on a certain date his CREDIT with you is good. But should he FAIL TO 
PAY, you would be justified in severing relations with him at once. 

The merchant to whom you owe last month’s bill is your employee. If you 
have thoughtlessly neglected his PAY DAY, isn’t he justified in declining to de 
hver to your home more merchandise? 

How is the merchant to continue to give YOU service on merchandise if he 
hasn’t the money to KEEP UP? You couldn’t continue to give service to your 
employer if he neglected YOUR PAY DAY, could you? 

And then there is another very important point you must REMEMBER. If 
the entire community is prosperous, there are more jobs, more places for you to 
sell your services. In times of stress EVERY BUSINESS MAN is affected by POOR 
BUSINESS. Think it over—there is considerable food for thought—and this is 
the time for SERIOUS THINKING. 


Insurance is the indispensable protector of posterity and prosperity. It will 
pay you to keep your CREDIT INSURED. The only premium required is the 
prompt discharge of your debts. 


CHARGE ACCOUNTS ARE DUE THE FIRST 
PAYABLE IN FULL BEFORE THE TENTH. 


MAKE UP YOUR MIND TODAY THAT YOU WILL PAY YOUR 
BILLS PROMPTLY. 


Retail Credit Men’s Association 


AFFILIATED WITH. THE 
Retail Credit Men’s National Association 
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‘“*He cannot become our debtor until he 
pays your bill’’ 


Which Do You Want 


as Collection Service? 


A RUFFIAN ORGANIZATION that will 

sue EVERY claim if you allow them to, 
whether there is a prospect of collection or 
not, depending for results solely upon 


VEXATIOUS BRUTALITY? 
OR 


A HIGH CLASS persistent collection organ- 

ization, WORTHY to represent YOUR 
FIRM having the full respect of its community, 
your debtors and THE COURTS!—which 
never sues (unless you require it) without hav- 
ing a definite objective to attain, based upon 
extensive information frequently volunteered 


by the DEBTOR HIMSELF when seeking 


local credit? 


IF the LATTER, send us DUPLICATE 
ITEMIZED statements. 


Retail Merchants Credit Association 


300-310 I. W. Hellman Building 
LOS ANGELES 





WE COLLECT 


(Courteously, if possible—Relentlessly, if we must) 


SO DO YOU! 
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SALES PROMOTION THROUGH 
CREDIT OFFICE 


The credit of Phils. 
delphia’s best stores encourages an applican 
for credit to make her purchases immedi. 
ately, informing the customer that it will take 


manager of one 


one or two days to get references on he; 
application. He urges the applicant to use, 
transfer book marked “NEW ACCOUND 
the same day, which gives him an oppor. 
tunity to see the amount of accumulated pur. 
chases as reported by the Transfer “Holy 
department. This method has proved prefer. 
able to having each individual saleschec 
referred to the Credit Manager. 





The following Advertisement appeared ip 
a Program of a Minstrel Entertainment ip 
Pittsburgh recently. 
comment and the National Office was asked 
We found no difi- 
culty in making Franklin Blackstone out of 
the initials. 

DO YOU KNOW THAT THE Way 

YOU PAY YOUR ACCOUNTS 

Is an indication of your character? 
“Prompt Payment is the means of establish- 
ing Good Credit. It creates Good Service 
Prompt Payment indicates Good Character 
and a dependable nature. 
dicates unreliability and a vacillating char. 
F. B. 


It caused considerabk 


to determine its Author. 


Slow Payment in- 


acter.” 


A NEW COLLECTION AGENCY 

Mr. Henry Raines, who has for a number 
of years been Credit Manager of Townsend 
Wyatt & Wall D. G. Co., St. Joseph, Mis 
souri, and who is a very active and energetic 
worker for the National Association, having 
been one of the organizers of the excellent 
Local now in operation at St. Joseph, has re- 
signed his position and formed a partner- 
ship with Mr. Harry P. Hovey of Kansas 
City, and after January first, they will be en- 
gaged in the Collection and Adjustment busi- 
ness, under the name of the Kansas Cit 
Adjustment Co., 517-18 Rialto Building 
Kansas City, Mo. 

THE FOOT-PATH TO PEACE 

To be glad of life because it gives you 
the chance to love and to work and to pla 
and to look up at the stars; to be satisfied 
with your possessions but not contented with 
yourself until you have made the best of 
them; to despise nothing in the world & 
cept falsehood and meanness, and to feat 
nothing except cowardice ; to be governed by 
your admirations rather than by your dis- 
gusts, to covet nothing that is your neigh- 
bor’s except his kindness of heart and gentle: 
ness of manners; to think seldom of you! 
enemies, often of your friends, and evem 
day of Christ; and to spend as much 
time as you can, with body and with spit, 
in God’s out-of-doors—these are little guide 
posts on the foot-path to peace—Henry ™ 
Dyke. 
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Credit Methods Committee 


Franklin Blackstone, Chairman 


Department Methods will be held in 
st. Louis preceding the meeting of the Board 
of Directors. 

The principal subject for discussion will 
be “The Best Collection System for a De- 
partment Store.” 

A Questionnaire is now in preparation and 
will include several of the following ques- 


| a ING of the Committee on Credit 


tions: 


Q.1. Explain, in detail, an ideal and yet 
practical manner in which the Credit 
Manager, or Divisional Credit Man- 
agers, should receive the information 
that an account is overdue. 

2, Do you favor a record of permanent 
character as an aid in Collections? If 
so, should it be one that is readily ac- 
cessible and contains a history of the 
overdueness of bills? 

0.3. Do you consider such a record as detri- 

mental to good collection work? If so, 
why? 


S 
> 








0.4. Do you believe that better collections 
can be made by treating each time over- 
due as a separate transaction, without 

| 
DATE NAME 
RATING || ADDRESS 
|———_———_ 
ee oo 

> AMT. REQ. 

z ” | REMARKS 

. hee 

+ LIMIT 

$$ 

3 INTERVIEWED BY ||MO. BALANCE PAYMENTS MO. 


regard to the previous good or bad his- 
tory of the account? Explain in detail. 

. Do your customers expect consideration 
to be given to their previous experience 
with your store, especially when it has 

been one in which they have paid 
promptly? 

. Do you believe that the credit morale 
of the customer should be considered in 
collection work? 

. Should an Ideal System, or Policy, in- 
clude consideration of the credit morale 
of the customer? 
builder? 


If yes, is it a business 
If no, why not? 


EXAMPLE ANSWER: 

As an example of the manner in which 
Questions should be answered, the Chairman 
will explain the system in operation in his 
Department. It is subject to your criticism, 
if you wish to make it. 

Ans. 1. 

a. A loose leaf printed form, twenty pound 
bond paper, is used as a Collection Record 
Card. It is reproduced in exact form, as 
follows: 





“ APPROVED BY 

Zz saseaninin 

£ APP, SIGNED - — 
4 

2 REFERENCES 


b. When an account is opened, the card is 
illed in by the stenographer to the Divisional 
Credit Manager. It is given to the Cash 
Posting Clerk and is filed by her in the Col- 
ition Record Book. Each book contains from 
% to 600 cards. When a card has been 
illed, the clerk makes a new card and tran- 
tides the important information to it. 

© On the first day of each month, the 
Bookkeepers send to the Divisional Credit 
Managers the bills and statements that have 





an unpaid balance on an Account Rendered. 

d. These are “stuffed” in the Collection 
Books. The amounts are then recorded. 
Bills and statements less than $25.00 are 
mailed promptly: others remain in the books 
for the attention of the Divisional Credit 
Managers. When considered by the latter 
they are then returned to the Bookkeeping 
division and mailed. (The smaller accounts 
receive attention as explained in f.) 

e. The Cashier sends to the Credit Depart- 


ment, intermittently during the day, a dupli- 
cate of the cash receipts entries. During the 
first three business days of each month, these 
slips are audited and arranged in alphabeti- 
cal order and given to the Cash Posting 
Clerks who enter the payments in the Col- 
lection Record Book when an amount owing 
is recorded. During the remainder of the 
month, the original cash slips are sent to the 
Posting Clerks after being posted to the led- 
ger accounts by the Bookkeepers. 

f. About the twelfth of each month, the 
Divisional Credit Managers have the Post- 
ing Clerks place in each account that is over- 
due a paper slip, made to proper size as a 
marker. Collection work then commences. 
After credit action is taken, the typist who 
serves as an Assistant to the Divisional 
Credit Manager makes a Collectors’ card for 
each account in the “collector area” of the 
store. These cards are sorted into the 
geographical sections of the collectors’ areas 
and come up for automatic consideration 
when comparison is made prior to a call or 
telephone message. 

g. The card form used by collectors, on 
regular accounts, is as follows: 


ENGAGEMENTS 


h. The report of the Collector is written 
in condensed form on the back of the card. 
The essentials of it are transcribed to the 
back of the Collection Record Card when so 
indicated by Credit Manager. 
When entered, the collectors’ card is re- 
turned to its place in the collectors’ file. 

i. All changes of address and special in- 
structions are entered in the Collection Rec- 
ord Card as a permanent record of such in- 
formation; this is in addition to the con- 
densed entries on the Indexes and is done to 
aid the Divisional Credit Manager in his 
collection work. 

j. The word “Suspended” is used to indi- 
cate an account that has been discontinued, 


or closed, by reason of slowness in payment. 
SS 8 Ss 


The Questionnaire will be mailed to the 
members of the Committee and to such other 
members of the R. C. M. N. A. who apply 
for it. In the meantime, the Chairman so- 
licits answers to these Questions from De- 
partment Store Credit Managers, or other 
members, and will appreciate receiving them 
prior to January 25, 1922. 


Divisional 








Statistical Page 


W. Ries, Chairman Research Division 
BANK CLEARINGS 





1921 1921 1920 
November October November 
$36,000,000,000 
Total, United States $30,400,000,000 $30,200,000,000 
16,600,000,000 
Outside of New York 13,600,000,000 14,100,000,000 
A FURTHER REDUCTION IN EXPORTS 
1921 1921 1920 
November October November 
Merchandise Exports $295,500,000 $345,500,000 $676,700,000 
Merchandise Imports 211,300,000 188,000,000 321,100,000 
Excess of Exports $84,200,000 $155,500,000 $355,600,000 
RAILROAD NET EARNINGS 
1921 192u 
Gross Earnings $534,300,000 $640,200,000 
Operating Expenses 396,400,000 524,800,000 
Net Earnings "$137,900,000 ~~ $115,400,000 
MORE BUSINESS FAILURES 
1921 1920 1919 1918 
Numbers in November 1988 1050 551 570 
Numbers in October 1713 923 463 660 
LIABILITIES (in $) 
For November, 1921 — 53,400,000 


For November, 1920 — 


CHAIN STORE AND MAIL ORDER SALES 


The following tables show the sales of the most important chain stores and mail order 


30,700,000 


houses for the month of October and for the first ten months of 1921: 


Mail Order % of Change 1921 % of Change 
Houses October, 1921 from 1920 10 Mos. from 1920 
Montgomery Ward $ 7,604,031 12.4 $ 60,950,454 33.3 
Sears Roebuck 17,378,253 13.5 144,747,604 —31.0 
Chain Stores 
F. W. Woolworth 14,406,922 8.8 110,355,304 3.1 
United Cigar Stores 6,818,694 10.4 63,270,560 1.5 
S. S. Kresge 5,189,115 14.5 43,073,573 8.5 
S. H. Kress 2,730,831 2.9 21,769,069 1.5 
a. ©. Penney 5,323,425 3.8 36,821,028 12.4 
Schulte Cigar St. 1,750,138 8.3 15,218,000 20.2 
MAIL ORDER SALES—NOVEMBER, 1921 
%o of Change 1921 %o of Change 
November, 1921 from 1920 11 Mos. from 1920 
Montgomery Ward $ 7,581,069 —30.39 $ 68,531,533 -33.01 
Sears Roebuck 16,186,495 36.66 160,934,099 31.64 


Sears Roebuck have suffered to date a drop in the yearly business of $74,493,499, or a 
The 


amount of business which both mail order firms lost during November compared with the 


decrease of 31.64 per cent compared with the corresponding yearly period of 1920. 


corresponding month last year is $19,495,022. The yearly losses combined in the case of 


both firms to date is $108,257,210. 

Julius Rosenwald, President of Sears Roebuck, recently intimated that the purchasing 
power of the farmer had been so finely deflated during the present year, through the read- 
justment of labor and agricultural products, that the big mail order houses were feeling it. 
The enormous depreciation in sales was not wholly unexpected by wholesalers who are 
ccnversant with the operation of this business in the West. 

Several times during the present year the mail order firms have done some severe 
price slashing in the hope that the agricultural sections would respond to these special offer- 
One 
of the best features of this unusual sales falling is seen by one important mail order execu- 


ings. It was said today that the response by the farmers had been very disappointing. 
tive, who points out that during the period of deflation hundreds of retail stores abandoned 
the mail order territory and closed these departments in their stores. 

Likewise, there has been consolidation of several of the smaller mail order houses. 
With this forced elimination and consolidation going on, it is the belief of the mail order 
firms of substantial standing that this liquidation of smaller “fry” will clear the field of 
the war-born and “penny-wise” factors who have been a serious handicap. 


The Credit World 


i 
A HAPPY NEW YEAR TO CREDIT py 


A little couplet came to my desk one day— 
The New Year’s greeting, framed in flowers 
so gay, 

And this is what it had to say:— 

“A year to be glad in, not to be sad jp 
A year to live in, to gain and to give jn” 
And I thought how good for the Credit Men 
Were the sentiments expressed therein. 


“A year to be glad in,’— 

Well mayhap ’twill be 

[f too many owing the firm don’t escape sept 
free. 

But, children, listen, and take it from me 

Don’t collect it all or next year no job yoy'l) 
see. 


“A year to live in,”— 

That must mean you and I, 

For the fellow that owes us might just as 
well die 

As to get within range of the Credit Man’ 
eye,— 


Or to some other country skip out on the fj 


“To gain and to give in,”— 

Giving our gain increaseth our store, 

The gain we win is that we may give the 
more,— 

The seed that is sown repayeth the sower, 

So to the unfortunate give o'er and o’er. 


On the mistakes this past year let us clos 
tight the door 

In the New Year’s sunshine and happiness 
live evermore. 


Aunt Sallie. 


The above poem was written by Mrs. §$ 
K. Bowen, Credit Mgr., Alpha Floral Co 
Kansas City, Mo., and read at the noonday 
luncheon of the K. C. Assn. 


The Afhliated Retail with Head- 
quarters at 1372 Broadway, New York, have 


Stores 


17 Stores each of which is a member of the 
: a EA. the affili- 
ated Stores: 


Following are 


The Rosenbaum Company, Pittsburgh, Pa. 
The Bailey Company, Cleveland, Ohio. 
Ed. Schuster & Company, Milwaukee, Wis 
Frank & Seder Company, Philadelphia, Pa 
Bry-Block Mercantile Co., Memphis, Tent. 
The Wolff & Marx Co., San Antonio, Tex 
The Ames Company, Cleveland, Ohio. 
Levy Brothers D. G. Co., Houston, Texas 
B. Nugent & Bro. D. G. Co., St. Louis, Mo 
Lewin-Neiman Co., Pittsburgh, Pa. 

The Grand Leader, Houston, Texas. 

The Gus Blass Co., Little Rock, Arkansas 
Frank & Sedar, Inc., Pittsburgh, Pa. 

The Fink Company, Philadelphia, Pa. 
Geo. R. Taylor Company, Wheeling, W- Va 
Geo. E. Stifel Company, Wheeling, W. Va. 
Frank & Seder Co., Detroit, Michigan. 
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Local Association News 


MEMPHIS ASSOCIATION HAS UNIQUE 
ENTERTAINMENT 


HE Retail Credit Men’s Association of 
T Memphis, Tenn., well known for its 
prize-winning and general pace-setting pro- 
clivities, eclipsed all its previous efforts in 
the way of entertaining its members and 
their friends. by a dinner-dance (cabaret) 
given at the Hotel Gayoso, November 29. 
About 250 guests assembled in the banquet 
room of the Gayoso, and for several hours 
fun and frolic reigned supreme. 

A. M. Stewart, Chairman of the Enter- 
tainment Committee, and his associates had 
The event of the 
evening was the costumed parade and dis- 


done their work perfectly. 


play, participated in by 25 representatives 
of retail firms of the city. 

J. Elmore Holmes, popular local attorney, 
The Rev. Dr. Chas. Blais- 
dell, Rector of Calvary Episcopal Church, 
was booked for an “address”; his brief talk 


was toastmaster. 


was a running fire of jokes and sparkling 
anecdotes. 

President W. B. Hill, of the Association, 
With 
the aid of one or two highly efficient con- 


“pulled off” a “mystic” Hindu stunt. 


federates, and a telegraph instrument, he 
completely outshone some of the professional 
“mind-readers.” Among his accomplish- 
ments Pres. Hill is a performer on the tele- 
graph key, and this enabled him to put over 
his act, a confederate at his side ticking off 
to him names, facts, etc., which furnished 
him with answers to questions propounded. 
He was blindfolded for the occasion, and 


’ 


he assumed the name, “Baron Logi,” affecting 


the part of an Oriental accompanying the 


,” 


delegates to the ‘peace conference’. 


Little Miss Barbara English appeared as a 
double star. Her artistic dancing was a 
marvel of execution. She also appeared in 
the parade, drawing an express wagon with 
collapsible frame and 
Bry-Block Mercantile Co. 

The wagon was filled with small colored 
She halted be- 
fore a large electric fan, the frame of her 
Wagonette collapsed, and the breeze sent the 
balloons over the hall. Guests grabbed them 
from the air, and held the numbers for the 
lot drawing. Mrs. L. T. Ford held the 
lucky number, and received a two-pound box 


bed, representing 


balloons, bearing numbers. 


of candy, given by the association. 

Mrs. F. R. Kenton gave a humorous 
“coon” reading, and Miss Jennie Schwill en- 
tertained with a number of vocal solos, being 
accompanied on the piano by Mrs. G. P. 


Strickland. Dancing concluded the _pro- 
gramme. 
William Kirchdorfer and Miss Hazel 


Ryan won the prize in the elimination dance, 
a original dance designed by one of the 
members of the association’s wife. The 
Prize was donated by the Bry-Block Mercan- 


tile Company. Each couple on the floor was 
given a badge with the name of a state or 
territorial possession of the United States 
written on it. As the dance proceeded, names 
of the states and territories were called out, 
and as each name was called, the couple so 
designated sat down. Mr. Kirchdorfer and 
Miss Ryan were the last to take their seats, 
and were declared the winners. 
named “Alaska.” 


They were 


Prize-winners in the business show were 
as follows: 


Most representative costume, first prize, 
merchandise bond, donated by J. Goldsmith 
& Sons Co., won by Master Jack Goldschmid, 
representing 638 Tire & Vulcanizing Co., of 
which his father is secretary-treasurer. Jack 
had blackened his face, and drove into the 
hall with a miniature service wagon adver- 
tising his The 
prize, a merchandise bond donated by De- 
Soto Hardware Company, was won by Mrs. 
F. W. Dortch. She represented the Under- 
wood Typewriter Company, wearing a cos- 
tume plastered with keyboard characters and 
typewriter keys. 


father’s business. second 


She pushed a small baby 
carriage, in which reposed a “Baby Under- 
wood,” the latest model machine put out by 
the company. 

Most unique costume, first. prize, merchan- 
dise bond, donated by Bry-Block Mercantile 
Company, won by Owen C. Bowden, who 
represented the Bry-Block Mercantile Com- 
pany. He was costumed to represent a tele- 
phone cover, the figure being that of a 
colonial maid. Miss Lethia Cullen, 
senting Graham-Merrin Company, won sec- 
ond prize, being a merchandise bond donated 
by The Merchants’ Credit Association. She 
appeared in a minature Ford car. 


repre- 


Most handsome costume, first prize, mer- 
chandise bond, donated by the John Gerber 
Company, won by Miss Vera Daniels, Idle- 
wild Greenhouses, costumed as a huge basket 
of flowers; second prize, merchandise bond, 
donated by B. Lowenstein & Bro., Inc., won 
by Mrs. Ellen Webb, of Godbold & Webb, 
milliners, and who appeared as a hat on a 


band box. 


Miss Cassie McNulty, of La Petite Maison, 
millinery distributed 
the guests velvet ribbons, some of which 
name with 


Ladies receiving 


establishment, among 


bore the of the establishment 
which she is connected. 
such ribbons won souvenirs, in the shape of 
miniature French hats, and the men, hand- 
some calendars. 


An enjoyable meal was served. At each 
plate were souvenirs, chief of which, per- 
haps, was a highly humorous parody on the 
special service bulletin, a service recently in- 
augurated by the Association, containing 
diverting “credit” comments on prominent 


members of the organization. 


KANSAS CITY—Director Burris Writes— 

“Our local Association here is getting on 
just fine and we are constantly widening our 
sphere of influence. We have perfect har- 
mony within our ranks and all are making 
an honest effort to cooperate. The results 
of our efforts are becoming more manifest 
every day. 

“We have a noon-day meeting each week 
in the year and in addition we have one eve- 
ning meeting each winter month of the year. 
The average attendance at our noon-day 
meetings is forty and at our evening meet- 
ings seventy-five. We intend to materially 
increase these attendance records this year. 
We have an attendance committee and their 
work is beginning to show results. 

“At this time of the year there is never 
much to encourage you, but if every local in 
the country is up and going like ours the re- 
You 
may depend on us to get all the new mem- 
bers we can; 


sults will show at the end of the year. 
however we have found it 
works better here to keep ‘constantly after 
them rather than doing it at a designated 
time. In other words we are educating our 
bunch to preach the gospel of cooperation 
and when they do that they are constantly on 
the alert for new members.” 
SPOKANE WASH.—Director Watson writes 
“We had a most interesting meeting of our 
local association last Wednesday evening 
when we studied seven of the most important 
subjects covered by the Convention number 
of the ‘Credit World.’ We digested them, 
argued them, and enlightened ourselves con- 
cerning the methods and ideas of those au- 
thorities who attended the Convention. It 
was good.” 


OKLAHOMA CITY BUREAU MAKES 
LARGE GAINS 

Rating Bureau statistics are usually con- 
sidered rather dry and uninteresting read- 
ing. ‘The Rating Bureau is, however, the 
most direct benefit of the Association and it 
is interesting to know that calls to the Bu- 
reau for information are increasing con- 
stantly. 

During the past twelve months 28,700 ap- 
plications for credit were cleared through the 
Bureau, which is an increase of 9,000 appli- 
cations over 1919. Members are constantly 
urged to increase their calls to the Bureau 
in order that the Association, may have an 
increased assist- 


opportunity of rendering 


ance. Information can be obtained from any 
city, town or hamlet in the United States, 
which benefit was made possible only through 
the efforts of our direct connection with the 
Retail Credit Men’s National 


and due also to their success in having all bu- 


Association 


reaus of the United States become members 
of the Credit Service Exchange of the Na- 
tional organization. 
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NEW ASSOCIATION AT YAKIMA 


Through the efforts of National Director 
Watson and Lawrence Wood, Secy., of Ya- 
kima, Washington, Business Men’s Assn., we 
have secured twenty-four National Members 
in that city and Yakima becomes an affili- 
ated Local. 

Director Watson also succeeded in organ- 
izing Wenatchee, Wash., with ten members. 
This gives the state of Washington five rec- 
ognized Locals. 





The Kansas City Local hit upon a novel 
stunt to attract members to their December 
Meeting. It was held in the Heidelberg 
Room of the Baltimore Hotel. It is said 
the Bar was fully decorated with glassware, 
decanters, bottles, etc., as it had been when 
Prohibition went into effect, and there were 
many tears in the eyes of the Credit Men 
as they recalled the good old days. 





PONCA CITY, OKLA., BECOMES A 
LOCAL 

Through the efforts of Miss Carrie B. 
Toms, Secy. Ponca City Retailers Assn., we 
now have an affiliated Local Assn. at Ponca 
City, Okla. 
with excellent Rating Bureau and issuing 
a Weekly Bulletin. 


This is a very live organization 





St. Joseph Association has started a Con- 
vention Fund. They will give a series of 
dances and entertainments and the proceeds 
will be used to pay expenses of delegates 
to Cleveland.—Other Locals should follow 
suit. 





STATE CONFERENCES 
The following State Conferences have been 
announced: 
OHIO—at Toledo—February 23. 
IOWA—at Des Moines—April 24-25. 








Remember! 








magazine. 


ing. 





It is the support of the readers 
of a magazine that enables the 
magazine to improve. 


When you are buying office 
equipment and supplies don't 
fail to investigate the propo- 
sitions of those firms advertis- 
ing in the Credit World—your 


And don't forget to tell them 
where you saw their advertis- 














ee 


Duluth Association held its Pre-Christmas 
Meeting on December 14. Eighty-six men. 
bers were in attendance. An excellent Pro. 
gram and dancing preceded the Christma 
Tree Party, when each guest received a Prize 
varying in value from $2.00 to $10.00, do. 
nated by the various Stores. Secretary Fajr. 
ley says it was the best meeting they eye; 
had. 





The Lincoln, Nebraska, Association through 
its President, Mr. Byron Dunn, has accepted 
the challenge of “Bill Gray” of Ohio. Dun 
says the “Buck Eye State” must go some ty 
beat Nebraska in Membership gains this 
year. Gray’s answer was 27 new members 
in one week.—Come on Nebraska. 





It’s too bad we have no Prize to be given 
the Local Association with most “PEP,” r. 
gardless of the size of its membership. We 
are sure Kansas City, Missouri, would head 
the list. 

This is not unexpected with that real liye 
National Director, H. J. Burris, on the job, 





Last April we published the name of 
Frank C. Perry. He was indicted by Grand 
Jury on 5 Accounts; when released from jail 
jumped his Bond and was later apprehended 
in Akron, O., in which City he was en- 
deavoring to pass checks. No doubt many 
members are looking for this fellow; would 


"Suggest getting in touch with Arthur Doyle 


Prosecuting Attorney, Akron. 
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EXCELLO Pens are used and en- 
dorsed by the largest Banks and 
Business Houses, who use nothing 
but the best of everything. 





. & KRUEGER 
EXCELLO | 
KANSAS EATS MOT 





EXCELLO general utility pen number 61 


Cold-rolled steel, of the special heavy 
quality, is used in the manufacture 
of these pens, which makes them 
more desirable than all other makes 


Every pen is sold under our guar 
antee of perfection in both quality 
and workmanship, you take m0 
chances when you order “EX 


CELLO” PENS. 


Never put off until tomorrow what 
you should do_ today. W RITE 
NOW FOR SAMPLES. 


Send us your idea of a perfect pe 
and we will send you a better pen 
containing all your ideas, but 
manufactured under the “EXCEL 
LO” system. 


mn Amy OrrmonKm 


H. F. KRUEGER 
Box 505 





KANSAS CITY, M0. 
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Special Notices 


Freeland, Kenneth: 

This party was arrested in Lima, Ohio, 
and is now being held at Allen County Jail. 
Think other Members are probably looking 
for him. He is 27 years of age, slightly un- 
dersized, somewhat bald and has slightly 
kinky black hair; well dressed, posed as a 
Buyer of Armstrong’s Grocery; passed 
checks, written with a pen, on Citizens Trust 
& Savings of Cleveland, having used the 
check form of Lima Trust Co. Admitted he 
had served time on a theft charge. 

Hill, Thomas J. 

This party operated last July and was re- 
cently sentenced to serve term of 1 to 20 
years in State Penitentiary of Ohio. 

Yeager, Roy W. 

We are informed this party is a Check 
Forger, and is wanted by several of our 
Members. Please be on lookout for him. 
At one time worked in Denver for Trac- 
tion Co., also visited Salt Lake City. 


Shannon, Sam H. 

This party we understand is a bad actor; 
recently lived in Wheeling, West Va., opened 
apumber of large accounts, had the best of 
references, but left the City owing a number 
of accounts. Think he is now in neighbor- 
hood of Baltimore. Represented the Widlar 
Tea & Coffee Co., of Cleveland. Do not ex- 
tend him credit. 


McCabe, J. P. 

Several of our members are very anxious 
to locate this party, who at one time lived 
in Omaha, also Denver; represented himself 
as son of Mr. McCabe of New York Times, 
evidently is an imposter. 

Campbell, C. B. 

This party we understand recently put 
over certified checks on the Lincoln Trust 
Co, of Scranton, Pa., which were forgeries. 
Stated he owned a Hunting Camp in the 
woods above Williamsport, Pa., and gave 
check in payment of groceries. Little more 
than medium height, protruding stomach, 
Wears nose glasses, has a ‘little jewelry, but 
apparently no fraternal emblems. 

Sayre, Gedney G., alias Granville Genney 

and numerous others. 

This party was recently arrested in 
Springfield, Mass. He apparently has oper- 
ated in other parts of the Country. Scheme 





take no 
der “EX- 


rrow what 


. WRITE 


erfect pen 
better pen 
deas, but 
“EXCEL- 


is to pass checks on Hotels and Laundries. 
Poses as a laundryman. 
King, James S. 

This party was convicted of forgery in 
the Dauphin County Courts, Harrisburgh, 
Pa, and last September sentenced to serve 
2to 4 years in the Eastern Penitentiary; has 
appealed for pardon and his application will 
be listed for hearing December 21. If you 
want him notify National Office at once. 





ITY, MO. 





Smith, William B. 

We understand this party is wanted in 
Northampton, Mass., for passing worthless 
thecks. He is 26 or 28 years of age, 5 ft. 6 in. 





tall, 135 lIbs., rather slender, light sandy 
hair and complexion, is slow and “countri- 
Wore a light colored 
suit and long overcoat of a similar shade. 
Stated he was married and worked for Wil- 
liam M. Flanders Co. Purchased a Corona 
typewriter, gave check on First National 
Bank as part payment. Not known to Flan- 
ders Company or at any of the addresses 
given. Also understand he issued a number 
of checks on Gardner, Mass., Trust Co. 
Griffith, J. O. 

Do not accept any checks from J. O. 
Griffith, who claims to be connected with 
Farmer’s Mutual Phosphate Co., Nashville, 
Tenn. 

Jacobs, H. Alan. 

We understand this party has cashed a 
number of checks all over the Country; he 
is a traveling Salesman, selling Venida hair 
nets for Roser Co., New York, and Toilet 
articles for La Zell Perfume Co. Was re- 
cently arrested in Memphis, later held by 
Knoxville authorities and was wanted at 
Helena, Ark., but in some manner was 
turned loose. Supposed to have left for 
Atlanta, Ga., after friends had paid his 
checks for him; 27 years old, 6 ft. tall, dark 
hair, eyes and complexion. 

Challman, Reuben T. 

St. Paul is looking for this party; he is a 
good accountant, and usually succeeds in get- 
ting a fairly good position. In habit of 
opening accounts, writing in following man- 
ner: “Would like to open an account at your 
Store and wish to advise of the followirg: 
An Asst. Auditor of salary $——, mar- 
ried; would like to open account on 30 day 
basis; refer you to ; if possible would 
rather you would not call up my employers. 
I bank at , have nothing special in mind 
I wish to buy but would like to have the 
account.” Do not extend him Credit. 

Seidel, Carl F. 

We are anxious to locate this party, 
formerly of Kansas City, probably traveling, 
calling on Office Managers and Credit Man- 
agers with some Auditing or Income tax 
proposition. 

Donely, Helen F. 

We are anxious to locate this party, trav- 
els about the Country as a Nurse; have the 
following addresses on her: Orthopedic Hos- 
pital, Lincoln, Wyoming General Hospital, 
Rock Springs, Wyo., olo Miss Hildegard 
Eckstrom, General Hospital, Columbus, Ohio, 
800 E. 33rd Street, Kansas City, Mo., Rock- 
ford Hospital, Rockford, Ill, and 3956 
Rokeby St., Chicago, Illinois. Do not extend 
her credit. Advise National Office if she 
applies to you. 

Anderson, James, alias Jameson, J. R., alias 

Price, S. R. 

Recently a young man appeared in Col- 
lumbus, Neb., giving name of James A. An- 
derson and J. R. Jameson, posed as a farm 


fied” in appearance. 











hand. Called at several Banks, made a de- 
posit of $10.00 receiving Bank Book, which 
he used as identification, stating he and 
brother Fred had been attending school at 
Ames, Ia., but were now employed on a 
Farm near there. Two days later presented 
2 checks for $100 each, drawn on Union Na- 
tional Bank of Ames purporting to have been 
issued by Thornton & Updike Grain Co., 
signed R. L. Thornton, one payable to him- 
self and other to his brother. One check 
he deposited to his credit, the other he cashed. 
From Columbus he went to Chillicothe, Mo., 
and used the same scheme, with a check 
drawn on Central National Bank, of Colum- 
bus, name of S. R. Price. 

Spicer, C. J. 

This party recently left Newton, Kans., 
in a Ford Touring Car, with his family, 
(wife, 1 boy and 3 girls) supposed to be on 
way to Oklahoma or Arkansas. He is 5 ft. 
8 in., weighs about 150 lIbs., smooth face, 
rather slender. We are anxious to locate this 
party. 

Ellis, alias Jackson and Wilson. 

Members are warned to be on lookout for 
a party driving a Ford Car, R. E. Ellis; he 
is drawing checks under numerous names. 
About 5 ft. 10 in., 160 Ibs., 23 or 24 yrs. old, 
smooth face and wears horse shoe tie pin, 
set with diamonds. Driving through Coun- 
try working Tire Shops and Auto Accessory 
Stores. Wire us if apprehended. 
Charleville, Oliver M. 

Members are warned to be on lookout for 
this party who recently left Okmulgee, Okla., 
in a “Gardner Roadster.” 
to locate this party. 
Oates, H. G. 

We are anxious to locate this party, who 
recently passed checks in Lincoln. Light 
complexion, claims to be Railroad man and 
Mason, weighs about 145 lbs. 

Walls, Jefferson, alias Charles Miller and 

G. H. Jones. 

This young man purchased two Express 
Money Orders for $2.05 raised to $50.00 
which he cashed. He was arrested in Ke- 
wanee, Ills. If you are interested notify 
National Office. 

Leasure, C. C. 

This party represented the Marvel Clean- 
ing Co., of Fort Wayne, Ind. Had two so- 
licitors and their wives, six in all. They 
operated in Joplin, Mo., selling a rug clean- 
ing compound. They arranged for delivery 
C. O. D. to customers, whose signed orders 
they turned in to the Store, C. C. Leasure 
collecting for same from the Store. They 
left town. The orders were false. If they 
appear in your City, notify National Office. 
Letts, Arthur. 

Check worker, operated recently in Cleve- 
land, represented himself to be Arthur Letts 
of Los Angeles, claimed connection with a 
Los Angeles Department Store. 


We are anxious 


He gave 
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checks on New York and Los Angeles Banks 
which the rightful Arthur Letts, Department 
Store Man of Los Angeles, says are forgeries. 
He is 5 ft. 8 in. tall, weighs about 185 Ibs., 
swarthy complexion and fairly well dressed. 
Pierce, G. M. ; 

This party recently passed Bank drafts of 
$100.00 denomination on Farmers & Mer- 
chants National Bank, Dodge City, Kans., 
and Liberty National Bank, New York City. 
Forty-five years of age, broad face, dark sal- 
low complexion, Shriners Pin in Coat, Thirty 
Second degree Ring, two front teeth divided, 
gold filling, brownish hat, grey suit. 


Talmadge, Jack R. 

This party recently passed checks in St. 
Joseph, Mo., on Central Trust Company of 
Illinois. Made purchase of about $5.00, pre- 
sented check, in Cash. 
Uses Railroad Pass for identification. 


Bushline, John Martin. 
This party was recently arrested in St. 
Joseph; he has engaged two lawyers in an 


receiving balance 


effort to get out on Bond. If anyone is in- 
terested, would suggest that you get in touch 
with Miss Naomi Nelson, His 
scheme is to address a letter to himself at the 


Hotel he intends to visit, had letters in his 


at once. 


possession addressed to Hotel at Springfield. 
He is 38 yrs. of age, 5 ft. 6 in. tall, 157 lbs., 
medium build, blue eyes, light chestnut hair, 
light complexion. 

McGee, H. C. 

This party is still working. Recently vis- 
ited Cleveland; claims to be Manager M. K. 
& T. R. R. Co., and shows passes as identi- 
fication. Has gray hair, wears Elks Ring, 
and gives checks on Sedalia, Missouri, Bank. 
Anderson, A. E. 

Gave Checks in Lincoln on First National 
Bank of Minneapolis, signed C. H. Howell, 
floated in Lincoln. Light complexion, 150 
Ibs., five ft. ten inches, blue suit, gray hat, 


dark brown or black chesterfield over- 
coat. Age 32 to 35. Claims testing City 
water for Minneapolis Chemical Co. This 


sounds very much like Orvin Peterson, who 
recently operated in Nashville; same line of 
talk, checks on Hamilton National Bank of 
Chattanooga, signed C. H. Howell. 

Watch for Mrs. O. Turman. 

A number of checks signed Mrs. O. Tur- 
man, drawn on Wilkin Hale State Bank of 
Oklahoma City, have been reported to us. 
If she appears in your Section wire us at 
once. Name may be Thurman, reported on 
way to sail for Europe. 


Be on Lookout for J. Sheridan DuPont. 

About 6 ft. 1 in., dark complexion, yer 
thin hair (inclined to be bald), 30 years old, 
weighing 190 Ibs., has a little piece of the 
under part of nose cut away, well educated 
and a wonderful talker. Has passed seyera| 
large checks in Philadelphia, was arreste 
and jumped his bail. Last heard of he wa; 
in Washington, D. C. 


Peterson, Orvin. 

Watch for check on Hamilton National 
Bank of Chattanooga, Tenn., signed C, 9 
Howell, certified with stamp by A. J. Bar. 
ton, Asst. Cash. (No such Cashier). Oryip 
Peterson presents check and card represent. 
ing an employee of Chattanooga Chemical 
Co. This Concern is out of Business, 
McGee, H. E. 

Be on Lookout for this party, who passed 
check in St. Louis, also in Kansas City, He 
exhibited passes of the M. K. & T. RR 
Co., claiming he was in their employ, using 
Passes as means of identification. 


PRESENT ADDRESS IS WANTED of 
Peter M. Heller, formerly 6008 Kingsbury, 
St. Louis, understand he is in Cement busi- 
ness, said to have gone to Texas. 





Ackerman, Nicholas J., 1515 Abbott -Rd., 
Buffalo, N. Y., said to be in Youngstown, 
Ohio. 


Allbriton, W. A., Buffalo, N. 
Boston, Mass., Savanah, Ga., Wilmington, 
Del. Auto Mechanic. 

Alvice, E. Wm., 2121 “P” St., Lincoln, Neb. 

Arseneaux, Joseph, San Antonio, Texas. 

Beckert, Geo., Grand Island, Nebraska, for- 
merly Clay Center, Kans. Bond Sales- 

Last heard of, Des 


Y., formerly 


man, Souix City, Iowa. 
Moines. 

Behling, Arthur, Bloomington, IIIs. 

Bell, Miss Elizabeth, 27 E. Mt. Vernon PI., 
Baltimore, Md. 

Bell, H. W., Nashville, Tenn. 

Berger, Miss Esther, 1114 Myrtle Ave., Bal- 
timore, Maryland. 

Bixler, D. H., 2443 S. 9th St., Lincoln, Neb. 

Boswell, Mrs. E. W., 306 Main St., Tulsa, 
Oklahoma. 

Branch, W. B., Aubuchon Brokerage Co., St. 
Louis. 

Brogg, F. H., 3500 S. 15th St., Lincoln, Neb. 

Brown, Norman, Crawford, Neb., in Mer- 
cantile Bus., went to Seattle, Wash. 

Brubaker, Guy W., Denver, Colo., Supt. 
Schools Del Norte, Colo., went to Chicago, 
Possibly Philippine Islands. 

Buckles, Glenn, 804 S. Main St., Blooming- 
ton, Ill. 

Butin, Cecil M., Kansas City, Mo., with Jos. 
Dixon Crucible Co., Jersey City, formerly 
of St. Louis. 

Butts, Leroy, 932 “K” St., Lincoln, Neb. 





Addresses Wanted 


Carpenter, Robert, 120 “E” St., Lincoln, 
Neb., or Topeka, Kans. 

Cary, Mrs. Augusta, 29 Charlton St., New 
York, N. Y. 

Clouse, Cathryn, 2809 N. Street, Lincoln, Neb. 

Chaevis, Dave, 139 “H” St., Lincoln, Neb. 

Collins, E., 508 S. 12th St., Lincoln, Neb. 

Conrad, J. C., 1423 S. 5th St., Tacoma, Wash- 
ington, Todd Ship Yards. 

Conshafter, J. N., Louisville, Ky. 

Cook, Mrs. A. F., 1008 “K” St., Lincoln, Neb. 

Crane, Mrs. Gray, Scientific American Tower 
BI., Chicago, Ill. 

Crawford, R. L., Nashville, Tenn. 


Darrills, Fred, (col.), Coffeyville, Kans., 
Dallas, Texas, Wichita, Kans., Garage 
Worker, or Mechanic. 

Daugherty, C. M., Salt Lake City, Utah. 


Switchman, C. & W. 

Dean, Edward C., Jefferson Hotel, Peoria, 
Ill., formerly with L. C. Smith Typewriter 
Co., now in Vaudeville. 

De Portilla, Frank, 104 West 71st St., New 
York, N. Y., Irving Natl. Bank. 

Dickinson, Mrs. Harry, 200 Ashland Ave., 
Roland Pk., Baltimore, Md. 

Doering, C. E., 908 N. 15th St., St. Louis, 
Mo., Tire Salesman, understand he is now 
in New Orleans. 

Donely, Helen F., Orthopedic Hospital, Lin- 
coln, Neb., travels around Country es 
Nurse, Wyo. Genl. Hosp., Rock Springs, 
Wyo., Gen. Hosp., Columbus, O., Kansas 
City, Rockford, Ill. 

W. C., 715% Walnut St., 


Elder, Chatta- 








nooga, Tenn. Dry Cleaner, probabl 
with some Laundry. 

Entres, or Enters, Oran K., 4120 De Tonty 
St., St. Louis, Mo., Pittsburgh Plate Glass 
Co., and Packard Motor Car Co., St. Louis. 

Farmer, Miss Margaret, 4158 Delmar Ave, 
St. Louis, Mo., also 4145 Lindell BI. 

Ferguson, Ralph H., Covington Garage, Cov- 
ington, La. 

Fitch, F. E., 371 Fulton St., Brooklyn, N. Y 
Industrial Systems. 

Fleming, Mary E., 7364 Elm Ave., Maple 
wood, Mo. 

Fossick, Geo. E., Nashville, Tenn. 

Friedman, Paul, Shore Rd., Douglas Manor, 
Leng Island, New York. 

Fryer, A. A., Pawhuska, Okla., last heard 
of in Denver. 

Geary, Frederick B., Dallas, Texas, a 
Atlanta, Go. 

Glazier, L. F., Gildden Stores Co., Atlanta, 
Ga., formerly Sherwin-Williams Paiat ©, 
Chicago. 

Gossett, Mr. & Mrs. C., 4141 Shenandoah 
Ave., St. Louis, Mo., Post-Dispatch. 

Graves, Mrs. Pearl, Havelock, Neb. 

Hampton, Ben C., Lieut. 1st Ammunition 
Train, Camp Dix, New Jersey, resigned 
left for Bakersfield, Cal. 

Hawkins, Wm. A., Pomona, Cal., understand 
he is in Utah. 

Hayes, W. E., 2810 S. 10th St., Lincoln, Neb. 
formerly Omaha. 

Hayssen, H. H., Memphis, Tenn., with 
rious Stone & Crockery Firms. 

Hecklin, G. M., San Antonio, Texas. 
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Heller, Peter M., 6008 Kingsbury BI., St. 
Louis, Mo., Cement Bus., understand he 
has gone to Texas. 

Henley, Thos., 3253 Copelin Ave., St. Louis, 
Mo., with No. Am. Realty Co. of Detroit, 
one time at Eureka, Mo. 


Hess, C. R., 426 W. Washington Ave., or 
213 Gay Bldg., Madison, Wis. Aetna Life 
Ins. Co., now supposed to be in New York. 

Hitchcock, Mrs. G. L., 1119 Madison Ave., 
New York, N. Y. 

Hockett, Miss Florence, Lincoln, Neb., or St. 
Joseph, Mo. 

Hopkins, E. B., College View, Neb. 

Howarth, Claude H., Sapulpa, Okla., for- 
merly in Lincoln, Neb. 

Hunt, Robert L., 5783 Kingsbury BI., St. 
Louis, Mo., J. B. Sickles Saddlery. 

Hurlburt, W. B., 804 Wolf’s Lane, Pelham, 
New York. 

Hurley, R. P., or Hurrley, Sappington, Mo., 
Prop. Sappington Tavern, also at one time 
employed at Jefferson Hotel, St. Louis as 
waiter. 

Hutts, Mrs. F. & Daughter Audrey, Spring- 
field, Mo., formerly of Miami, Okla., and 
Kansas City, Mo., also Denver, Colo. 

James, B. F., 425 S. 15th St., Philadelphia, 
Pa. American Woodmen. 

Johnson, E. V. F., 4414 Delmar Ave., St. 
Louis, Mo., Hercules Metal Co. 

Jones, Mrs. C. B., 545 “C” St., Lincoln,, Neb. 
Kelly, W. S., 706 Henman Ave., Evanston, 
Chicago, formerly of Richmond, Va., with 
The Spotless Co., Richmond. 

Kennedy, Rose J., Nashville, Tenn. 

Keohane, W. Springfield, Mass., 
also Hotel Bancroft, Worcester, Mass. 
Kelley, Harry W., 5903 Washington Ave., 
St. Louis, Mo., formerly Saginaw, Mich. 
King, B. F., 5987a Minerva Ave., St. Louis, 
Mo., J. Livingston Elec. Construction Co., 

last heard of in Monroe, La. 

Kurth, Herman, 3905 Cook Ave., St. Louis, 
Mo., Builder & Contractor. 

Lafferty, Miss Lillian, 2305 N. Charles St., 
Baltimore, Md. 

Lake, D. H., 14 West 45th St., New York, 
m ¥. 

Laughery, Mr. M., Minneapolis, Minn. 

Learn, Harold J., 540 Adams St., Kirkwood, 
Mo, St. Louis. Supposed to have gone 
to Pacific Coast; auto repair mechanic. 
leftin, Benjamin, New Orleans, La. Tail- 
oring Business. Formerly at Pacific Coast. 
leland, L. F., 38 West 50th St., New York, 

mY. 

levine, Mrs. Anne, 910 S. 13th St., Lincoln, 
Neb, 

lewis, A. B., Belford Hotel, St. Louis, Mo., 
McCabe Powers Carriage Co. 

lindsay, Thomas C., Charleston, Mo., un- 
derstand he has gone to Chicago. 
lilly, Alec. W., Orlando, Florida; 


Herbert, 


came 


from Golden, Colo.; Safe Cabinet Co. 
McCabe, Frank J., 1338 72nd St., Brooklyn, 
N. Y.; architect. 
McClary, Wm. F.. 
ver, Colo. 


2638 Champa St., Den- 


McCoy, Walter, 4489 Washington Ave., St. 
Louis, Mo., later Chicago; with Malouf 
Bros. Co. 

McDermott, T. J., 2916 St. Joseph Ave., St. 
Joseph, Mo. Missouri Roof. Co. 
McGee, Dr. E. A., Nashville, Tenn. 

Mclver, B. P., Smithville, Texas. 
Business. 


Garage 


McKinley, E. J., Warren, Pa. Construction 
engineer, with Crew Tevick Co., at one 
time Titusville, Pa. 

McNeil, Wallace J., Wife Evelyn, 523 Hur!- 
burt St., Peoria, Ill., formerly Lancaster, 
Pa. Wholesale Grocery Co. 

Mainer, F., Pawhuska, Okla., waiter. 

Marbe, Miss Fay, 116 West 72nd St. and 
160 W. 86th St.,. New York, N. Y. 

Markowitz, Mrs. Hattie, 635 E. 1ith St., 
New York, N. Y. 

Merrill, William C., 304 Security BI, or 
Medford Hotel, Milwaukee, Wis., on way 
to Texas. 

Milne, Miss Elizabeth, Washington, D. C. 

Montgomert, D. F., Lincoln, Neb., formerly 

Omaha and Kansas City, also at one time 
with John Milligen & Co., St. Louis. 

Morris, L. A., Wilber, Neb. He is teie- 
graph operator; operated Wilber Hotel. 

Mullally, Mrs. M., husband John D., 5595 
Bartmer Ave., St. Louis, Mo., last heard 
of in Chicago. 


Mulraney, Miss Mary, Fort Smith, Ark. 

Murphy, Geo. P. Muskogee, Okla., salesman 
Osborne Sales Co. 

Murray, Jackson, Springfield, Mo., now be- 
lieved to be in California. 

Murray, Otho E., 204 North Perry 
Peoria, Ill. Newspaper circulation solici- 
tor. One time in Omaha, Lincoln, Fre- 
mont, Neb. 

Nadeau or Nadeon, A. N. or E. N., 2523 W. 
Dean Ave., Spokane, Wash. 

Nudelman, Michael, 5897 Washingtoa Ave. 
St. Louis, Mo. Levy Shoe Co. 

Okey, Miss Louise, 625 Ashland BI, Chi- 
cago, Ill. 

Osborne, J. M., Chattanooga, ‘Tenn. 

Oxmitt, Mrs. Zora Mae., Salt Lake City, 
Utah. Professional nurse. Supposed to 
be somewhere in Texas. 

Parise, Frank, 525 W. 9th St., Pueblo, Colo. 

Partridge, W. W., Louisville, Ky. 

Patterson, Mr. Young, Des Moines, Iowa; 
last heard of in Indianapolis. 

Patton, H. W., Ordway, Colo. 
and laborer. 

Paul, Mrs. Etta, 4971 Lafayette Ave., St. 
Louis, Mo. May use name of Haid; un- 
derstand she went to Long Beach and St. 
Berdinia. 

Perdue, A. J., Fort Worth, Texas. Salesman. 

Perrins, Chas. W., Richards Blk., Lincoln, 
Neb. 

Perry, Miss Ida, 1630 “Q” St., Lincoln, Neb. 

Pfeider, Frank, 811 S. 11th St., Lincoln, Neb. 

Phillips, Mrs. J. P., Little Rock, Ark.; also 
3535 Woodlawn Ave., Kansas City. 

Phillips, Wm. Ed., 244 “B” St., Lincoln, Neb. 


Ave., 


Trained nurse. 


Ranch hand 





Platton, C. A., Cleveland, O., formerly of 
Springfield, Mass.; with Rolls Royce of 
America, Restaurant. 

Pollock, Miss Isabelle, Overlook Rd., Cleve- 
land, Ohio. 

Ratcliff, Miss Anna, Fort Smith, Ark. 

Antonio, Renteria, 1505 N. St., Lincoln, Neb. 

Rice, Raymond T., Waco, Texas. Traveling 
man. 

Rice, W. H., Cook, Neb. 

Ricketts, George M., Wife Daisy, 308 Maple 
St., Ills. 
Davenport, Iowa. 


Peoria, Understand gone to 

Is a teamster. 

Robinson, J. R., Detroit, Michigan. 

Rock, Mrs. George H., House D., Navy 
Yards, Brooklyn, N. Y. 

Russell, D. C., Williamsport, Pa., went to 
Syracuse, N. Y. 

Scalf, Joseph A., 905 Fisher St., Peoria, IIl. 
Painter and paper hanger. 

Schultz, Mr. Jacob, Sioux City, Ia., believe 
in the East. 

Schwinn, Walter B., Glen Ridge, New Jer- 
sey, also of Newark. 

Saylor, C. G., 2011 S. 11th St., Lincoln, Neb. 

Seidel, Carl F., formerly Kansas City, prob- 
ably traveling, with some auditing or in- 
come tax proposition. 

Shannon, Sam H., Wheeling, W. Va. Widlar 
Tea and Coffee Co., Cleveland. 

Smothers, R. C., Nashville, Tenn. 

Spector, J., Nashville, Tenn. 

Speros, Koelas, 1236 “Q” St., Lincoln, Neb. 

Stanley, Harry, 68 Court St. Springfield, 
Mass. American Hot Asphalt Roofing Co. 

Stott, E. L., Chattanooga, Tenn., now thought 
to be in Mobile, Ala. 

Stott, A. C., Chattanooga, Tenn. 

Sullivan, Chester, wife Ethel, alias Mike 
Sullivan, Michael Chaddock, 315 Harrison 
St., Peoria, Ill. Switchman, last heard 
of in California. 

Sullivan, P. J., 123 W. 74th St., New York, 
ys ee 

Sutton, H. B., 637 Hamilton St., Allentown, 
Pa. 

Swarts, Daniel W. 515 N. Madison Ave., 
Peoria, Ill., formerly of New York. Bond 


and stock salesman, last heard of in 
Sioux City, Ia. 
Tate, Clarence (Col.), 136 Green St., 


Peoria, Ill. Cook and waiter. 

Taylor, J. M., 1424 Jones St., Little Rock, 
Ark. Pekin Cooperage Co., Memphis. 
Supposed to be in Kansas City. 

Thompson, C. M., College View, Neb. 

Treakle, Miss Sallie, 1614 St. Paul St., Bal- 
timore, Md. 

Tull, W. L., Room 405, 69 Washington St., 
W., Chicago, Ill. In real estate business, 
formerly of Canton, Ohio. 

Ussery, E. L., Ottumwa, Iowa. 

Vail, Carl, Wife Martha, 3527 S. Adams 
St., Peoria, Ill. Painter and paper hanger, 


contractor, formerly of St. Louis. 

Vestal, H. M., 44 West 18th St., New York, 
Rm. Ke 

Vose, Mrs. L. A., 969 Park Ave., New York, 
mS 
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Many of those old accounts that you 
charged to profit and loss 
can be collected 


We provide you the means 


We also provide a means of preventing 
the accumulation of bad accounts 





No Commissions or Collection 
fees. Debtor pays direct to you. 











A guarantee with every system 
It’s Cash too—-Not Conversation. 


A 10 minute interview will convince you we can do what we claim. 


Write, phone or call nearest office 


GENERAL OFFICES 


BRANCHES 
BROOKLYN, N. Y. 


CHICAGO, ILL. 
KANSAS CITY, MO. 


CLEVELAND, OHIO 


1026-30 Title Guaranty Bldg 
ST. LOUIS, MO. 





BRANCHES 
NASHVILLE, TENN. 
MEMPHIS, TENN. 
BINGHAMTON, N. Y. 
MINNEAPOLIS, MINN. 
DES MOINES, IOWA 
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SPEED UP YOUR COLLECTIONS! 


These “Aids To Collection” Will Help You— 
Promptly, Efficiently 


Enclosed with your statements these little inserts will act as effective reminders— 
without offense to your customers. 


| a ees 





ne 


1 Safeg uard D° YOU REALIZE how the failure to pay 


your accounts when due affects your credit 


| standing? 
Your “Credit Your current bills should be paid promptly. If 


there is a reason for delay, make immediate explan- 
ation to your creditor. He is entitled to het con- 
sideration. 


Promptness in the payment of your bills is a 
CREDIT BUILDER. 





RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


ORGANIZED FOR THE PROTECTION OF RETAIL MERCHANTS 
EXECUTIVE OFFICES - : - SAINT LOUIS, eel 


cuenta 
(Actual Size) 


j 
: 


Over 50,000 of these inserts were ordered by members during December. 


By buying in large quantities we can furnish them to you at $2.00 per thousand— 
much cheaper than you could have them printed. 





Use These Electros— 
On your letterheads, bills and statements. Cuts below are actual size. 





9 , ivi g | 

ON | \ 

~ = fi > | y 
SQUARE ¥1': WORLD 


Fifty Cents Fifty Cents Seventy-five Cents One Dollar 


ORDER TODAY FROM NATIONAL OFFICE 


We can also furnish Lapel Emblem Buttons— Fifty Cents Each 




















A Red Transparent Signal inserted over the 
neme indicates that the customer has previously 
been on the company’s books as a charge, but thru 
failure to pay, his account has become worthless. 








A Green Transparent Signal indicates that the 
account should be referred to the Credit Manager 
before authorization. 








A Blue Transparent Signal indicates that the 
credit lim t of this account has been reached and no 
further authorization is possible without special 


permission from the credit manager. 
Orange An Orange Transparent Signal indicates that 
this is an especially preferential account and it is 
- customary for the credit manager to write a per- 
Ye llow sonal letter of thanks for the patronage. 
A Yellow Transparent Signal indicates a de- 


linquent account upon which special collection 
methods should be used. 


Saving Thousands by Signals 


HEN a customer comes into your store and charges certain purchases—are you 
certain that his account is good for the amount? Do you keep the customer 
waiting, perhaps fifteen minutes, while his account is being checked—or can your credit 
department, within five seconds after the charge has been referred, give a “yes” or “‘no” 
decision on this customer and thus prevent embarrassment to him? 























With RAND Visible Index or Record Equipment, a simple signal system shown 
above will save your store thousands of dollars, for with RAND 

—Credit cannot be extended to delinquent customers. 

—Credit is instantly extended to customers of good standing. 


—A reputation for prompt and efficient credit service is built up 
which automatically increases your business. 


The benefit of our years of experience in solving the credit record problems of 
others is yours for the asking and without obligation. Give us an idea of how you are 
now handling this important work and we will give you full information. 


RAND COMPANY, INC., Dept. 1-x, North Tonawanda, N. Y. 


Branches in 52 principal cities 


Business Control Thru 





YOU PUT YOUR FINGER ON IT 
INSTANTLY—BECAUSE YOU SEE IT 




















